Any lock will open 
If you use the right key. 


Your key to the door 
Of America’s Home Market 
is the popular 


YORKER QUINT 
line of beverages. 


Here is a product of 
highest quality, offering you 


a large assortment of Flavors. 


Write for information 


about franchise openings to 


MONARCH MANUFACTURING CO 


IVY STREET ATLANTA, GEORGIA 


QUARTER-CENTURY of experience and 
know-how has given NICHOL KOLA 
a body and flavor unsurpassed in the kola 


field. Choice ingredients . . . skillful blend- 


ing... untiring supervision in every step 


of manufacture result in a beverage of 
consistent high quality. The proof of 
NICHOL KOLA's superiority is verified 
by franchised bottlers throughout the 
nation. They say,“’one taste is enough 
to make a steady customer.” This 
proven record of superiority means 
repeat business for NICHOL KOLA 
bottlers everywhere! An exclusive 
NICHOL KOLA franchise gives 
you a choice of four bottle sizes, 
complete advertising support 
..and a quality product of 
proven superiority. 


— Write Today For Complete Details — 


The H. R. NICHOLSON CO. 
111 South Gay Street 


BALTIMORE 2, MARYLAND ACTUAL 


SIZE 
OF 10-OZ. 
BOTTLE 
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Special Price Report: 
Higher Prices 
On the Way! 


Fe hbruar 1950 


The industry's thinking on beverage prices—and the price pattern itselt 


lefinite signs of changing last month at long last! 


While there were no spectacular price developments to match Canada Dry’s 


recent decision to raise wholesale prices on its entire line (see last month's col 


umn), there were numerous indications of mounting pressure from bottlers on 


their parent companies to get us out of this price 


Sentiment apparently was overwhelmingly in favor of immediate action to 
False prices to a more realistic and profitable level. Re sponding to N.B.G.’s 
January editorial (‘Sound the Alarm!) on the 


mess—and fast 


urgency of corrective price 


iction, bottlers and trade leaders in eighteen states wired, wrote and ‘phoned 


this publication to offer praise, support and constructive suggestions Typical 


were these comments 


Congratulations on your forthright thinking If corrective price action 
is not forthcoming soon, the sheriff will padlock many plants in the next ninety 
days.’ 


This is the most realistic editorial I have read in a long time and I certainly 


hope that every bottler in the country will read it because the Industry is fat 
behind the parade in recognizing economic truths 
In some areas, the trade wasn't just talking about prices; it was acting 


In Worland, Wyo., it was reported that wholesale prices of 7-l p, Coca-Cola 


Nesbitt’s (7 


oz.), and Pepsi-8 had all broken away from the traditional eighty 


cents per case level. Simultaneously deposits were increased by all bottlers from 


fifty cents to one dollar per case f 

From Chicago came word that the Dr Pe pper Bottling Co. went to 90 cents 
per case in mid-January, and that several other Windy ¢ ity bottlers shortly would 
take similar action Squirt Bottling Co. of Chicago effected an increase several 


months ago with results that are said he highly gratifying 


There were other important evidences that corrective action might soon be 


forthcoming on the price levels now bein 


f y maintained by the industry 


One of the most significant of these was the continuing poor showing of soft 


rink stocks. Recent financial reports of major parent companies, which ar 


a good reflection of franchised bottlers’ stability. revealed lisappointing earn 


ings im the face of rising volume 


Another manifestation of imminent price action is the changed attitude on 


who-ts-to take the lead on j rice l pt now, most bottle rs had re signed them 


selves to waiting for the dominant parent Companies in the field to move first 
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Caution! 
On Price Raise 
Methods 


Report Pepsi-Cola 
Selling Its Cuban 
Sugar Mill 

for $6,300,000 


Pennsylvania's 
Beverage Tax 
Held Constitutional 


It now appears that trade thinking has become more realistic, less wishful. A 
recent bulletin from a mid-west association expresses this change. 

he association declared that “the Beverage Industry has been sick for quite 
some time and is fast growing worse. Wishful thinking HAS NOT and WILL 
NOT effect a cure.” In past times when the industry “was also very sick,” 
bottlers “put their shoulders to the wheel and in short order the patient was 
on the road to recovery,” the bulletin continued. “THE SAME THING CAN 
BE DONE AGAIN’ 

Actually, certain segments of the trade have already taken or are set to take 
corrective price treatments. In addition to those elements mentioned earlier in 
this item, it is known that a significant number of Pepsi-Cola and Royal Crown 
Cola bottlers have discarded the 80 cents per case wholesale level and that 
many Coca-Cola bottlers are willing to follow suit. The parent Dad's Root Beer 
Co. recently advised N.B.G. that most of its bottlers are selling at 95 cents or 
higher 

Which led an official of one company to ask: “What ts the rest ot the trade 


waiting for? 


Phe recent successful prosecution of five Philadelphia department stores by 
the U. S. Attorney General's oftice on the charge of conspiring to fix prices 
points up the Government's strict attitude on anti-trust violations. The indict 
ment charged that the stores had gotten together last year to agree on pricing 

A.B.C.B., for one, has warned bottlers to act individually. Competitors may 
not get together in agreement on any of the factors that go into pricing of goods 
It is no defense that final prices aren't fixed, nor that individual businesses are 


left free to work out their own variations within the general price pattern 


Negotiations for the sale by the Pepsi-Cola Company of tts wholly-owned 
Cuban Suga! mull subsidiary have been virtually completed it Was reported 


last month 


ibout $6,300,000, which would 


The selling price, it was stated, 1s said to be 
net Pepsi-Cola a profit of $3,000,000 Properties in the transaction involve 
more than 75,000 acres of sugar lands, a sugar mill refinery, warchouse an 


storage facilities, and a rail system 


Pennsylvania's 500-odd bottlers suffered their most severe setback in several 
years of fighting the State’s discriminatory 200% soft drink tax when the levy 
was ruled constitutional last month by the Dauphin County Court The co 


ifter a full hearing in consolidated pending injunction suits, held the Penn 


sylvania Soft Drink Act of 1947 (which was re-enacted in 1949) to be within 
the intent and purposes of the Pennsylvania State Constitution 
One minor provision of the law (Section 11) was declared to be unconst: 
tutional, This section required that out-of -stat bottlers and syt ip manufact rs 
purchase tax crowns of stamps from the State Revenue D partment prior to th 
shit | shed syrups of bottled soft drinks into the State The Court 
held h procedure was illegal on the ground that it constituted the o ol 
sta «yt i facturer a taxpayer 
| ¥ this section of the Act constitutional, President Judge Paul 
National Bottlers’ Gazette 


Mor 
> 
: 
— 


WhenlIsA 

Beverage “Disguised’’? 
Supreme Court 

May Soon Answer 


Deposit Law Proposed 
in Mississippi 


State Supreme Court 
Upholds Bottler 

In Damage Suit: 
May Set Precedent 


February, 1950 


Rupp significantly noted that this action ‘does not affect the integrity of the 


remainder of the Act.”’ 

The Court made its ruling on three separate suits—one by 36 Coca-Cola 
bottlers, another by the Pepsi-Cola Co and 18 Pepsi-C ola bottlers, and the 
third by 9 syrup manufacturers. The Court said that unless exceptions to its 
ruling are filed within 30 days from the decree, a final decree will be entered 


in each case. 


The Supreme Court of the United States may soon be asked to supply the 
answers to several thorny questions involving the appearance of beverages 
and its answers may have far-reaching effects 

An appeal to the highest court is a distinct possibility as a result of a recent 
federal jury ‘test case’’ in which an orange beverage was ruled to be adulterated 
because tt appears better than it actually ts.’ 

The chief questions which the high court may be called upon to answer are 

1. How is beverage “deception” to be determined? The Federal Food and 
Drug Administration told N.B.G. exclusively (see last month's tssue) that 
beverages which “appear to be better or of greater value than they are” are 
subject to prosecution; on the other hand, it declared that “there is no objection 
to the use of certified coal tar dyes in carbonated or uncarbonated beverages.’ 
2. Should this broad and questionable basis of determining possible “ decep 


tion’ be eliminated in favor of a more definitive ruling ? 

In its lower court arguments, the F&DA centered its attack on the ap pearance 
of the beverage, and not with /abeling. The FDA, furthermore, did not contend 
that the product was harmful or contaminated—the usual charges made under 
the Food, Drug and Cosmetics Act. It merely claimed that the drink looked like 


orange juice, but in reality contained no such juice 


A requirement that bottlers charge deposits of 50 cents per case for cases 
and bottles, and that retailers must secure a deposit of 5 cents per bottle, is 
proposed in a bill (House Bill 40+), introduced in the Mississippi legislature 
on January 10 

The stated purpose of the bill is “to eliminate a public nutsance and menac 
by broken glass.’ It would also require each soft drink bottle to be securely 


labeled with the name of the bottler 


In what may well be a precedent-setting court action, the Virginia Supreme 
Court of Appeals last month reversed the decision of a county circuit court 
in a case in which damages of $2,500 were awarded against a bottling company 
for injury alleged as a result of foreign matter being in a soft drink 

The circuit court had returned a verdict in favor of the complainant, who said 
that she became ill after drinking part of a soft drink which had been purchased 
from a bottle vending machine by another person ; 

The Supreme Court, in reversing the verdict, said in effect that negligence 
could not be directly traced to the bottler. “Since the continuity of possession 
between the bottler and the consumer was broken, the bottler was entitled to 
make the defense that the foreign matter may have gotten into the bottle whil« 
it was Out Of tts possession, the opinion stated 

The bottling operation involved in the action was the Newport News ( Va.) 


Coca-Cola Bottling Co 
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Tux following State meeting dates have been definitely set for the 
balance of the 1950 convention season 
State City ' Hotel Date 
Alabama nehan Thomas Jeffersor Feb. 1 
Washingtor Seattle New Washinetor Feb. 13 
l 


rexas Houstor Rice Feb. 
I}linois 


mn Springtield Leland Feb. 16 
rri-State 

(Utah-Ida.-Wyo.) Salt Lake City Uta Newhouse Feb. 17-18 4 
Montana Livingstor Murray } 21 Mon. 
Indiana Indianapolis Severir I 28 Mon. 
Louisiana Alexandria } 28 Mon. 


Michigan 
Oklahoma Oklahoma City 


Day 


ri. 


tiltmore Mar. 13-14 Mon. 
Kentucky Louisville Brow Mar. 16-17 
West Virginia White Sulphur Springs Greenbriar Mar. 20-21 Mon 


Arkansas Little Rock Lafayette Mar. 20-21 Mon. 


Massachusetts Joston Statler Mar. 21-22-22 


New York Buffalo Statler Mar. 2 


Sat. 


15-14 Sun.-Mon. 
14 Mon. Tues. 
17 
1 


Tues. 
Tues. 


Tues. 


Tues. 


Thurs.-Fri. 


Tues. 


Tues. 


Tues. 


1950 STATE CONVENTION CALENDAR 


‘ Thurs. Fri. 
7 Thurs.-Fri. 


Grand Rapids Pantlind May 8-9 Wed.-Thurs. 


Tues. 


Ohio Columbus Deshler-Wallick April 3 j Mon. 
South Dakota Watertowr Grand April 13-14 Thurs.-Fri. 
Minnesota Minneapolis Radissor April 17-18 Mon.-Tues. 
North Dakota Grand Forks Dacotal April 20-21 Thurs.-Fri 
Wyoming Thermopolis Emery April 28 Friday 
Maryland taltimore Emersor April 29 Sat. 


lues.-Wed.-Thur. 


26-27-28 Sun.-Mon. 


Congressmen Back Following the introduction by Senator Sheridan Downey 


Fractional Coinage ot a bill in Congress tor a 7'l4c coin (Jan ), the American 


Intermediate Coinage reported that several other lawmakers 


they will support the intermediate coinage proposal.’ Among these 


W.G. Magnuson (Wash.), Rep. A. M. Cole (Rep Kansas ) Rey 


(Dem., Calif.), Senator Cain (Rep., Wash.), and Senator Homer Capehart 


(Rey Indiana ) 
} 


News Briefs Glass Container Manutacturers’ Institute will spend § 


have 


million 


torty key U. S. markets to promote the onc trip, no-deposit bottl« 


Co 


Communist inspired inti-Cok« propaganda in many foreign 
Cola International Cory 1s doing better than ever (Reporte { 
$8,174,238 for the year ended De 51, compared with $6,9 
vear before) Big Grapette pow-wow in Camden, Ark., last 
tor the purpose of setting 1950 advertising and merchandising 
from seven states were in attendan There ll be four other mee 
nodat Csrapetters trom other States Charles I Hires 
franchising program, reports of 28 new bottlers tn 


with ot these alread 


i-Cola Bottling 


re 


tine 


ire Senator 


tor the 
month was 

Bottle ms 
Sto a com 


ushing 


(Dem 
Institut for 


stated that 
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Despite 
tries, Coca 
ncom ol f 
3 
yi Operation 
( oc of Pittsburgh, Pa., resumed operations last month 
after a widely-advertised thr week shut down. Company gave no reason for 
the shutdown, but the Pittsburgh P G said it was done to make a con | 
OF irons Firn reportedly lost ose to 880.000 in the first eleven months ot 
194% Following several s sstul market tests, Whistle & Vess Beverages fb 
‘ Ir hav trod 1 ther v drink Vess Cola Beer on a national ‘ 
Company savs the new beverag ooks lik beer and foams lik I r, but j ‘ 
s a soft drink whose appeara ind taste is entirely different from any other 
irbona Des iv oO ifk 
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the “Plus Factors” that 
Make These Franchises Valuable 


O-So Grape ... Dr. Swett’s... 


two major franchise lines, each 


with a “lead” beverage of proven 


consumer acceptance... 


*blus* a complete line of the best- 
selling mixers and flavors, 
identified by the same well 


known trademark; 


*plus* complete bottle flexibility... 
ounce (30-to-case) size; 
10 ounce size; the big “One 
Way” no-return size so 
popular with the self-ser- 


vice food stores: 


*plus* complete advertising assist- 


ance 


*blus* the famous Parent Com- 
pany Bottler Profit Shar- 
ing Plan. * EARLY AMERICAN * 


WIRE- 
OT 


WRITE 


February, 1950 


> So = \ 
i TOOT BEER 
> 
| 
E 
Dr ick E ‘th ind 
ime ry 134 South LaSalle St. Pe § ‘ 
‘ 
0-So Grape Company WE Root Beer Co. 


There is no better way to protect distinctive beverage 
flavor and quality than to seal with Mundet Crowns. Tops 
in service .. . tops in value. Mundet Cork Corporation, 
Crown Division, 7101 Tonnelle Ave., North Bergen, N. J. 


E A 


ATLANTA 
339-41 Elizabeth Street, N. E 


CHICAGO 16 


260! Cottage Grove Avenue 


CINCINNATI 2 
427 West 4th Street 


DALLAS 1 
60! Second Avenue 


COMPLETE CROWN 


DENVER 


The Stone-Hall Co 


DETROIT 21 
14401 Prairie Street 
HOUSTON 1 
Commerce and Falmer Streets 
JACKSONVILLE 6, FLA. 
800 E. Bo 


y st 


KANSAS CITY 7, MO. 
1428 St. Louis Avenue 


LOS ANGELES (Maywood) 
6116 Walker Avenue 


LOUISVILLE 10 
1416 Arbegust Street 


NEW ORLEANS 16 
315-325 N. Front Street 


PHILADELPHIA 39 
656 N. 48th Street 
ST. LOUIS 4 
2415 South Third Street 
SAN FRANCISCO 7 
440 Brannan Street 
In Canada: 
Mundet Cork & Insulation Ltd 
35 Booth Avenue, Toronto 
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10 Notion 


lor sparkling, bubbly 
drinks full of summer goodness 


:' Rep SEAL STRAWBERRY FLAVors are even more delicious than 
the tempting tang of luscious, plant-ripened fruit. 
Refreshing and satisfying, your palate-pleasing beverages 
made with Rep SEAL STRAWBERRY FLAVORS 


are sure to be best sellers 


e@ WILD STRAWBERRY 
@ FRUITY STRAWBERRY 


@ STRAWBERRY 
COMPOUNDS, 2 or 4 oz. 


@ APACHE STRAWBERRY 


Imitation 


Same-day shipment 


Wrilé Se on all orders received 
before noon! 


WARNER-JENKINSON MANUFACTURING CO. 
Manufacturers of Certified Food Colors, Flavors, Extracts and Vanillas 
ESTABLISHED i905 2526 BALDWIN ST., ST. LOUIS 6, MO. 
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‘Modern MEYER equipment for MOBILE . 
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plant "ilies the we roused, ot lone 
Gavantos® of constantly ynifor™ product Pree rt * . 
se? 


You 
eal 


nibblers 


Sie people will nibble at anything once. But it’s the “buyers” not the 
“tryers” that pay off. Now if you've got Hires to sell... well, people have 
been coming back to those real root juices for 80 years. And we're going to 
keep them coming back. 


You see, Hires is a name people know. Its been backed up by 30 million 
dollars of advertising. (Take a peek at our latest campaign in LIFE and LOOK. ) 

No. Hires won't sell itself. No product will. You've got to get it to where 
people can see it... pick itup... take it home. But if you do that with Hires... 
then you've got an edge over almost any other soft drink. Because people 
want Hires and keep coming back for more. That means turnover and volume. 
And that*s the way to profits in this business. 


If you are tired of nibblers, drop us a line. We think we can demonstrate 
that the Hires name and the Hires product will get you more customers than 
almost any other soft: drink. 


THE CHARLES E. HIRES CO. 
206 S. 24TH STREET, PHILADELPHIA 3, PA. 
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When You Can’t Stop a Steamroller... 


ABOARD / 


A sk anv bottler who has added our Gineer 


Beer to his line how the 


say. Selling? its steamrollering!” Reports 


from the trade are glowing — just like the satisfy 


Ing warmth vou get when voudrink Ginger Beer 


brankly 


bottlers adopted Beer 


as a cold-weather item to cet the jump on 


slump But reaction has been 


favorable that the Havor mow is a must on 


vear- round production schedules 


Pwitehells Ginger Beer is a tangs favorite 


item is selling. Te ll 


from out-of the past. a shillful. just-right 
blend of pure Ginger, Lime and Hones. Whether 


vou bottle it dry or sweet. it’s equally vood 


tops everyone's hit parade from grand-dad on 


down to tot, 


We urge vou to use the fresh appeal of our 
Ginger Beer to bolster up vour tine — and boost 


your [ts a fine flavor. rolling at a 
clip so we're certain vou can go places with 
it. AN brief mote will bring vou a generous, 


free 


ov on ovF ist 32-pos® 
ut 
witchell agen ne of $. COMPANY 
mont af inb 
obligatio™ 221-27 VINE STREET PHILADELPHIA 6, PA. 
\ Bottlers’ Gazette 
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Going... 


FOR SALE plant with 2 national 
Iranchises if lwe ity of near 
population ! machinery and delivery equip 
ment; writ 1 particulars Box 


Going... 


FOR SALE.—Complete plant; eastern loca- 
tion; good national franchise; equipment in fine 
condition; must be seen to be appreciated; large 
— of bottles and shells; 8 trucks.— 

Q) 


FOR SALE—Will sell part interest in bottling 
plant with 3 national franchises; all new machinery 
and trucks; city population over 500,000; write 
for full particulars.— Ox 


GONE!! 


Auction Sales--Merchandise 


ASSIGNEE SALE 
SUPREME COURT--QUEENS COUNTY 


ASSIGNORS 
Sells Monday, January 23, 1950 at 10 A.M. 
At Premises 42-17 Crescent 8t., L.I. City 


BEVERAGE PLANT 
MACHINERY & EQUIPMENT 


Automatic Co-Electric Heater & Regu- 
latcr, 3—100 Gal. Stainless Steel “—~% 
Tark, 1—50 Gal. Stainless Steel Tank, 
1—100 Gal. St. Steel Mixing Tank with 
Agitator, Motor, etc., 1—6 Disc Syrup 
Filter & Pump, 1—10 Disc Water Filter, 
1 Dixie Automatic Piller, 1 D & L Bottle 
Washer, Liquid Carbonic 200 Gal, Car- 
bonator, Liquid Carbonic Cooling Unit, 
Carrier Brunswick Compressor, Osland 
Automatic Labeler, Norwood San a& 
Gravel Filter, and 2—1941 Trucks, 
and 1—1932 Brockway Truck 
STOCK ON HAND 

LARGE QUANTITY OF SODA BOTTLES, 
CASES, FILLERS, SYRUPS, ETC. 


JOHN A HARTIGAN, Auct’r 


1231 FLATBUSH AVE., B’KLYN, a. Y. 


What Are YOU Waiting For? 
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Pioneer Production Methods 


Five-story plant of I. O. A. Foods at Cedar Rapids 

combines high-speed production and low - cost 

operation by employing latest production methods 
and novel equipment. 


q, often happens that itis Crrocet 


newcomer in ind vo will pi i lv been 


as a Whole 


carbonated 


‘Veraue 


process operations 


Two Bottling Lines 


Interest 


produce 


tal 
| 
| i 
Company, has con 
, neer a new trend, with lasting re facturing and selling the finest food j ‘ 
ee sults on the industry =i! products and beverages which can 
There are many in the be manufactured, and for tnat put aa 
beverage industry who are saying pose this new plant was built and ‘ 
: 
that LOLA. Foods of Cedar Rapids equipped : 
lowa, are doing that very thing fh) to hy ney 
In a new five-story building, com filled stock, and the bes 
rhs ! \ a whict ‘ ‘ ‘ 
eering ew pleted it 1a40 LOA Foods mat erage 
; sound and bound to have far react ifacture ich products as salad er 
operator manufacture nreserves nackawe 
LOLA. Food the manufactur prepared pancake mixes, blend and But of special Mmmm are tw 
it aqivistot Witwer roust cotter manutacture peanut bottling lines which hot | 
Company who have whol e yt butter produce potate hips and tlhed beverages for the Witwer 
cerry houses ocated Cedat many other food products chau The water treating tank 1s 
Rapid Marst tow Mason City Full advantaywe ha een taker ocated on the fourth floor. Sand 
Madison, Dubuque, Davenport, Ort init n t t stru filters, purifiers and disc filters are 
tumwa. lowa Citv and Burlingto tion mm inst ne the equipment for located on the third flooi Water 
lowa. Weaver Witwer, president of hand empty beverage returt ised for bottling passes directly t 
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the first floor filling lines. 


Syrups are manufactured in mix 
tanks the fourth 
floor. The finished syrups are stored 


Ing installed 


in 


in stainless steel tanks on the third 


illustrate this operation. 


OPERATIONS FLOW CHART 


Complete sequence of operations as carried out on five levels. 


Pictures on succeeding two pages 


floor from which tanks they flow 


by gravity to the filling lines on the 
floor The filling 


is operated in full public 


first below room 


view be- 


hind show plate windows 


Pulp Drinks Filled With 
Pre-Mix System 


A line of twelve flavors are filled 


into 12 and 26 oz. bottles. Instead 
of using conventional fillers in 
which the bottles are pre-syruped, 


The 


water and syrup are fed into a Syn 


Meyer pre-mix lines are used 
crometer which automatically and 


accurately proportions the ingred-, 


ents into a  Mojonnier Carbo 
Cooler. In the Carbo-Cooler, the in 
gredients are mixed, cooled and 


WELL WATER 


INFILCO 
AeteLAToR 


KEY 
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ARTY BorTles 
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COOLED PROWATED 
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TREATMEN/ 
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SUGAR 
MIXING TAKS STORAGE 
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FILTERS 


SAND 


SANT 
FILTER 


HY 000 
FILTER 


PuRi 


Sik SYRUP STORAGE 


TANKS 


crown) 
STORAGE 


Pomp 
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CORSE WASHER 


RETURNS 


‘ 

i 
i 
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drink 


finished 


carbonated The 
then passes to Meyer filling equip 
ment where the product is filled in 
bottles and crowned 


Mission 
pulp drinks are filled on both lines 


Orange and Lemonade 
No « omplic ations have been encour 
tered with these pulp drinks 

Two filling lines are used. On a 
Meyer Filler, 12 
bottles are filled at the rate of 80 
BPM 


24-spout 


Ounce 


ind 26 ounce bottles are filled 


at the rate of 60 BPM 
On the second line, a %4-spout 
Mever Filler operates on 12 ounce 


bottles exclusively at the rate of 


160 BPM 
Washing Procedure 
Between Flavors 


It has been found that the 


reyvu 


ar procedure of flushing sterile 
through the 
Mojonniet 
equipment 


ticles No 


water 
Carbo-Cooler and filling 
Washes out all pulp par 


trace of pulp has ever 


been found im succeeding drinks 
\pproximately twenty minutes 
is required to clean the equip 


ment between flavors. A routine has 


been established which results i 
no carry-over of flavor to the next 
drink, and of special significance 


is the fact that there has 


evidence of contamination in) the 


finished product 


The cleaning time of twenty 


minutes between flavors compares 


to a cleaning time of ten minutes 


between flavers on a conventional 


operation another plant. This 


longer cleaning time is not consid 
ered a disadvantage in view of the 
yreater uniformity of product ob 
tained 

It is considered of importanet 


that beverayes reach the consumer 
in clean and sanitary causes tor 
maximum sales appeal. The cases 


ol shells are handled by yrocery 


store personnel With clean, washed 
cases, the possibility of sorline the 
clothing and hands of store perso 
nel is reduced to a minimum. Ther 
too, clean causes eliminate the Poss 
bility of soiling customer’ othing 
Finally, a clean case automat \ 
20 
a€ 


displays the beverages to best ad 


Vantage and suggests, through 
cleanliness, a quality story which is 
the 1.O.A. theme 


Consequently, the handling of 
segregated 


Dirty 


dirty cases has been 


from the clean stock area 


basement 


Alvey- 


are handled in the 


by means of an extensive 


Ferguson conveyor system Bottle 
washers are of the basement load 
type There are no open connec 


tions between the filling room and 
that the 


bility of contamination from dirty 


the basement so proba 


bottles and finding its way 


causes 


into the filling room is reduced to 


minimum 


Case Washing Equipment 


Two Mojonnier Super Duty case 
washers, installed in the basement, 
line, com- 


After the 


one for each bottling 


pletely wash the cases 


dirty battles are loaded into the 


soaker, the cases are individually 
inspected and over-ended manually 
trom 


to knock out loose dirt, ete 


the bottom of the The case 


cause 


then continues on the power con 
Mojonnier Super 
W ashe r Bac h 


a capacity of from 


through a 
Model C Case 


vevor 
Duty 
cause Washer has 


X to 16 shells per minute 
washer is divided into 


two compartments In 


passing 


through the first compartment the 


cases are subjected to a high veloc 


ity high volume causth spray 


which cleans the sides, end a 


the bottoms of the cases. I 
tic solution is automatically main 
ained at a temperature of 140° F 
but can be set at any point betweer 

lr passing through the second 
HP high 


washes the cleanings 


mpartment, a volume 
shower 


solution from the cases and pro 


ides the necessary cooling effect 
( t re of the usual wooden type 
vitt k embossed trade names 
Washit has materially improved 
the appearances of the cases, There 
t been no appreciable fadi ot 
! etteru on the cases 


the plant’s multi-story constructior 
in installing the equipment for han 
dling empty beverage returns, filled 
beve rape 


beverage stock, and. the 


process operations 


Water Treating 


Watel 


GPH 
tank is 


Intilco 


located or the 


The 


treating 


5.000 


fourth floor, but its top extends 
through the ceiling into a 20x 20 
water treating room on the fifth 
floor. On the third floor are two 
‘sand filters, Hydrodarco purifie) 


and disc water filters. This purified 
water flows to the deaerators in the 
first floor bottling room, or is used 
in the manufacture of the beverage 


syrups. An unique benefit is ob 


tained by taking treated water witl 
low chlorine content from one of 
the sand filters to the bottle wash 
ers Where it is used on the inside 


bottle brushes and the rinse 


Beverage Syrup Manufacture 


Syrups are manufactured in two 


SO0-gallon stainless steel tanks ex 


tending down through the fourt 


floor, from which syrup tlows to 


which 


through syrup filters and into any 


sanitary pumps forces it 


one of the six 800-gallon stainless 


steel holding tanks. From these it 


flows by gravity to first floor bot 


tling room as required 


Load, Unload Conveyors 


Hinged two-way Alvey-Ferguson 


conveyors are employed in the truck 


loading area to permit both un 


loading and loading. When these 


sections are in the “up” positior 


filled 


truck leading stations 


bottles roll-out to 


When in the 


enuses of 


“down,” or unload, position, thes 


discharge onto “live” roller cor 


veyors, Which takes cases of em} 


ties to the basement, through a 


sorting station, and on through the 


basement return storage arei 


either of two basement soaker feeds 
correct height for easy re 
moval of bottles. The floor plan of 
paye 17 shows the complete flow of 
materials and finished product it 
this new I.O.A plant 


National Bottle? Gazette 


2 
al 
i 
Full advantage has been taken of ae 

| 


S$ For Promotion 
Brings $$ In Profits 


Every bottler should include an appropriation for promo- 
tional expense in his operating overhead. Here's why. 


0. of the best ways to decrease , 


overhead is to increase it through a 
substantial outlay for promotional 
expense Yet, strange as it) may 
seem, many bottlers are unfamiliar 
with this principle of business man 
avement 

For example, one bottler recently 
told us: “I can’t afford to spend 
money on sales promotion because 
my overhead expense is already too 
high and I'll go in hock if I increase 
it.” What this bottler failed to re 
alize is that his overhead isn’t too 
high, it is his normal 
overhead 
for the 


operating 

but its ratio is too high 
volume he gets. And the 
only way to cut this ratio is to 
This 


indiree 


Increase promotional expense 


s overhead -reduction by 
tion, Which is more profitable than 
the direct approach that attempts 
to cut the dollar outlay on overhead 
by reducing or eliminating essential 
expenses 

During the seller’s market, many 
bottlers could get enough business 
effort, 


and so, they became habituated te 


without much promotional 


abstinence from any form of “bus 

Which is a sure way to in 
rease overhead ¢ Xpense ina buye r’s 
market. If they insist upon follow 


ing this rainbow from now. on, 


they'll find a big pot of red ink at 
Today, every bottler should) in 
lude an appropriation for promo 
tional ¢ Xpense in his operating over 
head. Even if it increases the dollar 
verhead over what it was 


it will indirectly de 
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crease the ratio to sales and make 
him more money. He must keep his 
volume up to a point where it is 
ample to cover his operating over- 
head and net the desired profit. He 
won't get far trying to make a profit 
by reducing operating overhead be 
low the normal outlay for his busi 
ness, by sniping at his burden for 
minor economies or playing down 
any outlay that will make him a 
more aggressive sales promoter 
The time he spends catching gnats 
would better be spent thinking up 
ways to bag the elephants 

We want to point out here that 
there are two so-called) types of 
overhead expense, fixed and vari 
able. Both terms are misnomers and 
There 


are really no genuine fixed or vari 


they confuse businessmen 
able expenses 

Mortgage interest is supposedly 
fixed, but if you reduce your mort 
yauye, this expense decreases. Power 
and light bills are supposedly vari 
able, but if vou want to keep your 
plant open and give adequate service 
to customers you can't reduce this 
expense below a certain point. Like 
wise, with other variable expenses, 
such as telephone, salaries of offices 
Much of 


expense is fixed and 


workers, insurance, et 
this variable 
from our observation the average 
bottler keeps it down about as far 
as he can. Thus, every business has 
an operating, overhead of fixed and 

charges that averages up 


pretty well from period to period 


When Is Overhead High? 
| his 


lated trom an 


operating overhead alcu 


unalysis of past ex- 
perience figures is 


your starting 


point in overhead control. In gen 
eral, your overhead is high when it 


exceeds the averayve burden for your 


When that 


can’t be cut by 


business 


happens, it 
direct action. It 
must be cut indirectly by sales pro 
motion so that the operating evel 
head ratio is decreased 

Ina buyer’s market, margins tend 
to decrense, which is an added haz 
ard to increased consumer resist- 
ance and another reason why the 
bottler must promote sales agyres 
sively now. When margins decrease, 
this increases the overhead ratio to 
the sales dollar indirectly unless the 
bottler increases volume to offset 
the reduction 

Overhead figures have a tantaliz 
ing way of working indirectly to 


produce certain results too 
many bottlers tend to take a direct 
view of their movement. In other 
words, if the light bill drops $10, a 
bottler can see a direct saving, but 
if this reduction in expense reduces 
the efficiency of workers in the plant 
o that they do not turn out as much 
production, it isn’t a direct saving 
at all, but an indirect loss 
Overhead control, the kind that 
effects real economies, is more in 
direct than direct, not only from 
the standpoint of sales promotion, 
but in other 


phases of business 


operation 


Old Equipment Costly to Operate 


For example, if you want to cut 
down overhead expense by indirec 
tion, modernize your equipment. Old 
equipment is costly to operate, and 
t doesn’t process with the speed of 
new equipment, Furthermore, it 


breaks down more often, causing 
losses that are not earmarked on the 
financial accounts Modernization 
may increase your operating over 
head somewhat, but by indirection, 
it will increase your profits. Some 


bottlers get their new equipment 
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Without cost by buying on time and 


paying the installments out of the 


increased profits gained by the mod 


ernization. Only the down payment 


is an outlay and even this comes 


back in a short time out of 


profits 


The cost of labor and processing 


ingredients differs from the cost of 


your overhead: the former is largely 
controlled by 


outside influences, the 


latter by 


inside manayement. Labor 


for example, is affected by minimum 


waye and hour laws, union demands 
or the market for labor in the local 
ity. The cost of processing ingredi 
ents, crowns, bottles, ete., is largely 


t matter of supply and demand 


Shrewd buying may this 


decrease 


cost to some extent, but, in the ag 
yreyate, more savings have been 
effected by discounting bills or keep 


Ing adequate processing costs than 


by dickering with suppliers for a 
cheaper price. 

The bottler stands better 
chance of keeping sales up and the 


overhead ratio down if he points up 


his advertising and selling methods 
with profit-participatior direct 
mail, newspaper advertising, be 
nuses and other forms of business 


promotion than the bottler who 
necepts whatever business 


former usually has 


rripole eed money” to discount his 
bills and cut the cost of operation 
by indirection rather thar lit the 
direct hagyle wit ipphers for a 


few pennies trom Heaver 


No “Average” Overhead 
“When is my 


overhead higt ind 
When is it low ?’, has been asked 


many time Your burden is voun 


baby 


owt nobody Ise's 


nessman's oy 


erheac n 


other businessman, even one in the 
ame line. That why group fig 
iWerages are of limited 
use except a eneral ides, The 
best place to pet a ne on your 
peratinag erhe vou Owl 


roster of eX Perrence ire The 
dollar figure ire secondary Rice 
herd” on the ratio of overhead ex 


This is so even in the funeral di- 
recting profession where an opera 
tor cannot put pressure behind sales 
promotion 
During the there 


war years, were 


Variances from the norm for almost 
all businessmen, but today the over- 
head ratio to sales as shown by your 
own books is a fairly safe guide to 
accept as basis of calculation, 


the 


yout 
that 


desired profit 


issuminy ratio vives the 


Incentive pay increases the dollar 


outlay, but it builds volume and in 


directly decreases the overhead 


ratio. Profit-participation isn’t too 
common in this industry, but where 
it has been used to stimulate volume 
t has 


and been 


profits, 
The 


most 


quite suc 


cessful profit-sharing plan is 


usually successful when it 
takes in all workers, 


in the office, 


including those 
on the route and in the 


mike 


their employes more economy-mind 


plant. Some’ businessmen, to 


ed, give them a share in the sav 


ings effected during a period 
Operating overhead 


tributed 


hould be dis 
equitably to the various 
lines sold, or flavors, otherwise it is 
impossible to trace profit or loss to 
source, This is called departmentiza 
tion. Each 


directly 


line or flavor is charged 


with the overhead expense 
that can be identified as charyeable 


to it. In some cases, 


office 


expense, It is impossible to charge 


such as 


classification direct because 


blanket one 
this case, the 


the outlay is a for all 


production. In alloca 


ion of overhead expense is made on 


au percentage basis depending on 


volume 


A Case In Point 


For example, if overhead expense 


and S10.000 of th 


not directly chargeable to any line, 


it is distributed to all. If there are 


three product 


classifications with 


as follows 


sales 


pense t 


rectly, is charged indirectly on the 


basis of the same percentages as the 


sales vo 
up 


sales, te 


T otal indires t 


exp 


Costing System Helpful 


There 


losing 


hat 


lume, 


aCCOraance 


»wit 


crise 


be charged di 


for each product 


with the 


2.000 


5.000 


lines 


total 


is no telling where he is 


money 


it without 


plant, 
thereon 


bottler 


ind 


but 


earned 


how he is 


costing 


making 


records his 

ve cannot report 

do Know that this 

only 1 per cent net 


profit on sales so far this year and 


he can’t travel very far on th 


ice. He 
a little 


might 


at thir 


ase his overhead 


by installing a costing svs 


tem but he would plug up the loss 


leaks th 


at are 


invisible 


now 


he lacks the recording equipment to 


Spot the 


cut overhead 


a satistactory 


When 
decline, 
more 


invarial 


where as, 


from 


m, 


costs 


the 


CONSCIOUS 


iv h 


Indirect 


overhead in 


and-cents reduction 


directly 
he reduces 
tional ¢ Xpense 


think of over 


but it has om: 
they must 
Merely | 


overnedac 


item expense 
Is not enous 
hind ve 
draw with 


exhibits 


thereby, 


trom 


uur burden 


competition 


behind the 


machine 


\nd 


preview 


this 


so that he 


businessman 
takes direc 


the 


action 


Too many 


tricky angle 


looking 


period to 
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and 


his burden, 


savings 


to make a do 


and he | 


Waris 


iminates 


as just 


tinize crit 


verhead 


You've vot to 


the 
h dexterity as it 
profits her 
1 and buyers are 
of our econon 
this COR 


could 


hott! 


Gazette 


would quickly 


earn 


He skim Or 


llars 


vher 


promo 


erhead 


tnat 


dollar 


eriod, the 


ers 


profits 


becomes 


q 

B 24) 
> 
= 
. 
hh 
be 
om 
i Total file 
: 
Produet Dollar Sales Volume 
\ $15.000 4) 
yt) 
pee’ tO Sales. Generally, this ratio Mu, Vou ll find that one of the 
averages up pretty well over the best wavs to cut vour overhead is 
Total volume <75.000 
Veurs tor i! nadividu to Increase t with an outlay to 
concert ind establishe i norn then the SM, overhead ex promotional expense 
22 


a studies with the A.B.C.B 


Mobile Laboratory during 1949 con- 
firm previous observations that in 
the majority of cases, variations in 
beverage quality may be traced to 
insufficient 

Water that is safe for 
consumption is not necessarily suit 


bottled 


water purification 


human 


able for use in producing 


carbonated beverages Evervone 


for example, that water 


recoynizes, 
of high alkalinity is detrimental to 


beverages However, the presence 


of organic matter has been ignored 


in many cases. Organic matter may 


come from erosion of the soil, ex 


traction of deposits of dead animal 


and plant substances and the con 


tribution of waste from human 


habitations and industry, as well 


algae, protozoa, et 


as planktons, 


Such complexity ¢ brings 


origin 
in every class of nature’s food sub 


stances fats, carbohydrates, pro 


addition to their deriva- 


teins, in 


tives, which result from bacterial 


and animal metabolism. Some are 


soluble, others are carried in sus 


In either condiiton, a small 


pension 


amount of organic matter in the 


water can cause a masking of the 
beverage flavor, an unpleasant odor 
or taste, foaming at the filler, rapid 
loss of gas upon opening a bottle, 
or an unsightly sediment 

The most severe reaction noticed 


this summer was with a cola bev 


In this case, two hours after 


erage 


bottling, a gelatinous mass ap 


peared near the liquid surface and 
bottles, had the 
“Mother of 


examination 


in some appear- 


Vinegar.” 


ance ol 


Microscopic revealed 


that the mass was composed of 


concentrate oils and organic mat 


ter In this instance the organic 


matter threw the oils out of bal 


ance, causing them to mesh to 


yether This condition not only 


caused a halt ir 
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production but in 


by H. E. KORAB, 
Technical Service Director, A. B. C. B. 


addition, hundreds of cases had to 
be removed from the trade and 
The bottler 


that the losses involved were far in 


dumped concluded 


excess of the cost of having a good 


water treating system installed 


Another involved off 


case 


taste and odor in a finished bev 


Microscopic examination of 


erage 
the beverage did not reveal the 
presence of suspended organic mat 
ter but the odor and taste were 
extremely offensive. Out of ten dif 
ferent bottlers in the city, this prod- 
only one which 
affected, 


the city water came from the same 


uct was the Was 


noticeably even though 


reservoir. A survey of the neigh 


borhood showed that this particu 


lar bottler was located in the old 
est section of the city and that the 


off taste and odor in the beverage 


were due to the poor condition of 


the water mains in that 


In many cities, efforts to reduce 


the amount of organic matter and 


vegetative growth present in. the 


water system include — periodic 


cleaning of the reservoirs to re 
move collected muck, and chemical 


treatment to reduce vegetative 


yrowths However, most cities 
without costly water treating equip 
remove this 


to the 


ment are unable to 


matter. Therefore, it is up 


bottler himself to install equipment 
for further water purification 

It can be safely stated that sand 
filters and water polishers will not 
eliminate soluble and suspended or- 
The 


and most prevalent method involves 


ganic matter entirely. oldest 


chemical treatment with chlorine, 


and a coagulant. The raw or tap 
water, fed into a holding tank along 
with the aforementioned chemicals, . 
them for 


this 


remains in contact with 


at least two hours, During 
time the chlorine, in a concentra 
tion of 4 p.p.m. or higher, literally 
burns up or oxidizes soluble organic 
matter as well as the finer particles 
of organic matter which are in sus 
pension, and the coagulant entraps 
particles in a sludge 


this 


the larger 
blanket. After 


water passes through a sand filter 


treatment the 


which removes any coagulant carry 
over, on into the carbon purifier 
which removes chlorine, tastes and 


odors, and then through a water 


polisher. While not absolutely nec 


essary, a water polisher acts as a 
yood safeguard for the system 
Since carbonated beverages con 
tain at least 85°) water, it behooves 
every bottler to have a crystal clear 
water, low in alkalinity, in 
metal content, and free of soluble 
and suspended organic matter 
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Blueprint 
for Vendor Volume 


In 1947, 
had 


‘ these 


Case history 
of a successful 


vendor program. Vendor 


n take 


hottler’ 


Ban the coin cooler firmly estab 


lished as a 

let, many a bottler has been debating the 

that 

ip to the 
Built 


selling st) ot 


Pepsi-Cola 
New 


volume soft drink out 


answers if 


the pros ind cor of how to get has run its 


into vending on a limited capital 


around a 


and ct himself a slice of 


automatic merchandising pie 


Faced with this same problem h iv? to 


VENDOR PLACEMENT PAY.-OFF . 


driver salesmen to place vendors, the 
bonus of $$ for each new location. 
presents a check to employee 


Left—Using its own 
company awarded a 


Bottler George M O'Neil. Jr 


Pep 


vendor 


route 


Bottling 
Rochelle, N.Y found some ot “aCKINY up 
two-veal 
string ot 
900 machine 
machines 


locations, this 


» 
(ala Bottl Ce 


Today it has ¢ 


machines are sold 


Pendars 


cred 


sale 


hrand 


ot reached the pou 


some 


drive volume through 


vendors without 


mark ital to gai the 


program ot Cardinal points 


out story are (1) The 


firm has ful planning, b 


tving uy 


pil 


behind this 


Kevstone 


Phil Bell. Right—Placement plans are kept flexible to meet 
varied location requests. Bottler O'Neil and Sales Manager 
Bob Sweeny go over the details of a coin cooler campaign. 
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‘ 500 on location, SO 
10 of this plant's 1949 production was racked up througl t 
60 of its mmm cre geared to dime operation 
are ted with creating neu fop ne 
: payloads; building subsequent volume 
Es: and serving us ads that spearhead the 
7 
coll coolers 
» Operating cay 
“mis” volume 3 
(he of car 
| 


analysis of potential vendor outlets 
and the type of equipment they re- 


quired; and (2) slow - but - sure 


growth to acquire vending “know 


how’; with both coupled to (3 


local merchandising ideas, pointing 


up the fact that there’s no universal 


for vendor volume, but 


formula 


that the individual bottler must 


tailor his coin cooler set-up to his 


particular territory 


The Statistics 


Headed up by George M. O'Neil, 


sr... Pepsi Cola Jottling Co 


dates from 1942, holding the Pepsi- 


Cola franchise for a 400) square 


mile bordering northern 


New 


territory 
York 


necticut 


City and Con 
With a 


of 


eastern 
population ol 
around above-average 
this section lies within the 
York belt”, 


spreads out 


Income, 
New 


and 


City “commuter 


into 5 cities and 


some 50 towns and villages. Known 


as the “suburb 


Westchester 


pai t xcellence”’, 


County is crossed by 


a network of parkways, and while 


it houses few large factories, it 


has a number of small plants it 


zoned districts 


UNUSUAL LOCATIONS ... 


An Ideal “Bantam” unit in a beauty parlor and a Deep 
Freeze—Roulette unit at a yacht club. are only two of the 
unusual locations sold and serviced by the company. Almost 


Pepsi-Cola Bottling got into auto- 


matic merchandising about two 


when it acquired 30 


Vendorlator 


Vears ago, 


single-flavor 10-case 
machines. These were spotted tn in- 
the 
noted that coin coolers were good 
the 


sites, and firm soon 


dustrial 
volume outlets. However, 
had half a dozen 
employed better than 
workers, and bottler O'Neil realized 
that 


area 


only factories, 


which 500 


his vendor potential lay in 


developing smaller sites. sur- 
vevying his territory for coin cooler 
that 


tions were an untapped field 


sta- 


With 


locations, he learned vas 


SERVICE SIMPLIFIED 


Top—All vendor sites stock their own 


machines. and location personnel 
are familiarized with the elementary 
mechanics of thé vendors. More than 
300 of these 35-bottle Ideal 
tams” were installed in a 90-day 
drive in the Spring of 1949. 80°, of 
the vendors were sold outright. Bot 
tom — Drinks sell 


industrial 


“Ban- 


for a nickel in 
sites, retail 


outlets gear 


while many 
machines 
few 


to a dime 
operation. A large industrial 
plants in the territory house 10-case 
Vendorlators, rented at a per case 
or flat monthly rate. The adjoining 
water cooler did not 


effect vendor 


sales. 


rounded vendor 


programs. 


home sales for the company. 


Both 


these 


any type of outlet can be serviced because of the well 


outlets help build 


ad 
: 
| 4 
February, 1950 a 
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Vending machines in gas station outlets are used to tie in on premise 
and home consumption sales. Cases and carryhome cartons, bought on 
impulse, can easily be loaded into a motorist’s car. Flashing the Pepsi 
trademark, coin coolers spearhead a name-brand drive. 


an auto ownership rate of prac 
tically one car per family, and with 
“yoing fora ride” a popular leisure 
time activity in the area, he rea 
soned that filling stations offered 
i prime sales spot for Pepsi-Cola 


Besides, in contrast to industrial 


ites, the service stations were 
open 7 days a week and operated 


or lony hour schedule 

In contacting station owners 
O'Neil discovered that many had 
reviously declined to install coin 
coolers, because they felt that the 
profit in nickel drinks did not war 
rant handling beverages. Slantir 
his sales approach to the “profit” 
irigrle O'Neil launched the idea ot 
yearing the vendors to a dime price 


With the 12-ounce Pepsi wholesal 


ing at 96 cents a case, this gave 


the outlet a ifficient net to make 
the lea of buving a vending ma 
tallment plat ut 


tractive While soft drinks became 


the immer of 1948, O'Neil fea 
tured the e-flavor “Delt St 
Which disp Is 
ind precool more Kickoff 
thy mpule Wits it 


ina chain of nine local newspapers, 
as the company felt this was the 
quickest way to let outlets know 
that vendors were available. The 
move produced a flock of inquiries, 
and within 30 days Pepsi-Cola Bot 
thing had placed 60 machines, Most 
of these units were sold outright 
to the locations, which signed a 
note that was discounted by a local 
bank. This time-payment deal called 
for approximately $35. down, with 
the balance due in monthly $10 in 


stallments. In a few spots where 


Now Available for Ges Stations, Stores, Schools, Gus Stations, Offices, Plants: 


AMAZING NEW AUTOMATIC 
VENDORS TO SELL PEPSI-COLA 


Specially Made and Approved ter 
Cole Wondertel (savemence 


for Employers end Costomers! 


\ DELF — 


As the quickest way to let outlets 
know it had vendors available. the 
firm's initial placement drive kicked 
off with a full page ad running in 9 
local newspapers 


the 


Vendors were rented at a flat rate, 


sale could not be made, Delf 
ranging from per month 
Many of the gas station locations 
also agreed to sell cuses of Pepsi 
Cola to motorists, and in August, 
194%, “plus” sales of better than 
2.500 cases were credited to these 
stops, which had been opened by 


the vendor drive 


By the end of 1948, the company 
had over 100 coin coolers on loca 
tion, which, in addition to the 
Vendorlators and Delfs, included 
some Ideal Dispensers ( Blooming 
ton, Ill 300B's and Deepfreeze 
Roulette (Kansas City) machines 
Analyzing its sales records” for 
1948, the firm found that 3.8°, of 
its output had been channeled 
through vending machines, and it 
resolved to step up its automatie 


merchandising program in 1949 


As the featured coin cooler for 
its “big push”, the company chose 
the Ideal “Bantam”, a selective 
machine which vends 35 and pre 
cools a similar number of drinks 
rhis move was based on a survey 
which had indicated that a small 
sized, low-cost unit could meet the 
needs of better than 75 of the 
bottler’s potential outlets. Taking 
detailed 1948 vendor sales records 
to his bank, O'Neil used cold facts 
and-figures to show that the aver 
ave installation would sell better 
than 150 cases annually, earning 
enough profit for the location to 
pay off the coin cooler cost within 
a two vear period The result was 
bank credit that enabled Pepsi 
Cola Bottling to swing its place 
ment program into high gear 

The company used its own driver 
salesmen to place the vendors, and 
O'Neil, believing that this “extra 
duty” merited a commission, offered 


for each new location. Most of 


the men solicited sites on Satu 
days, when they were off duty, and 


one driver-salesman holds the re 


ord of spotting 15 machines in a 
single day Betweer Maret and 
May of this vear, more than 300 
“Bantams” were installed the 
territory, with 80 of the vendors 
sold outright. Time payment terms 


called for 15 down, With the lo 
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a “long profit” item in the stations 4 
neome 
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cation agreeing to pay the re- 


mainder in installments at the rate 


of 50 cents per case vended, until 


the balance had been accounted for 
the 
lated that the site would purchase 


However, contract also 


stipu- 


a minimum of 12 cases monthly, 


thus insuring that the equipment 
Was amortized within a 2 vear 
period. (Some of the top volume 


spots, vending 30 cases a week, paid 


for their coin coolers in 


approxi- 


mately 4 months 


Tailor-Made Sales 


Where a 


a location, 


rented to 
Bottling 
operation to 


vendor was 


Pepsi Cola 


tailored its mode of 


the individual site, always keeping 
particular 


an eve on whether a 


placement plan’ would “sell” the 
spot and yet amortize the coin 
cooler investment within a 3 year 
period. While a few of the com- 
pany’s older machines, which have 
been “written off,” operate on a 


10 cents per case vended rent basis, 


recent installations of new equip- 


ment have been made at a 20-25 


case rental rate, with the 


cent pel 


buying Pepsi-& at 80 cents 


sites 


a case. Some locations preferred a 


flat’ monthly (regardless of 


here the 


rate 


volume vended and 
figure varies trom *6-39 per month, 


depending on the estimated volume 


a site offered. Comments O'Neil: 
“Our placement plans are kept flex- 
ible, to meet the varied requests 


of individual location owners 


insofar as they can fit our pocket- 
book 
All 


machines, with the spot designating 


vendor sites stock their own 


some location emplovee to handle 


the coin cooler. Platform deliveries 


of drinks are made anywhere from 


a daily to a once-a-week basis, de- 


pending on a vendor's volume, and 


whether it is a 5, 6, or T-day 


locale. This past summer, most of 


the 35-bottle “Bantams” in the 
latter spots were dispensing 10-15 
cases of Pepsi-Cola per week. The 
sites are responsible for bottle and 


O'Neil 


losses from this source as minor 


but reports 


CASE deposits 


sales contracts Pepsi 


In its 


Februaru, 1950 


Botiling agrees to maintain territory, which offer a selection of 
the for a 2 
After that date, 
locations use the vendors 
the bottler’s 


the company stipulates that it will 


Cola 


and service vendors beverages, and the company’s chief 


vear period to In- competition in automatic mere han 


sure that dising comes from a= rival cola, 


solely for beverages, which uses 1-flavor machines 


service the coin cooler, except for Only One Service Mon , 


parts costs, providing the machine 


exclusively vends “Pepsi-Cola and One service man is currently 


Pepsi-Cola products.” As Pepsi- employed to handle mechanical re- 


Cola is the sole brand vended by pairs on the drinkboxes. He visits 
Pepsi-Cola Bottling (which also new locations and .instructs the 
bottles Evervess), 98°) of its coin individual stocking the vendor on 


the mechanics of the 


vendor, 


coolers stock only that drink. There elementary 


are relatively few vendors in the thus cutting down on ser 


The firm's latest vendor campaign centered around the 
Vendorlator “27°. Top—the small unit meets the vending 
needs of moderate volume sites, such as this lumber supply 
firm. Bottom—In a Ford agency. with floor space at a pre 
mium, the machine fits snugly into a corner. Vendor stops 
such as these build overall route volume, cut costs. 


; 
ae 
2 
27 
$ 


vendor’s coin mechanism 


drink volume); a yacht club; and a 


couple ot seaplane buses 


Aids Sales Elsewhere 


Added to the dollars-and cents 


payoff on vending, bottler O'Neil 


cites such indirect benefits as sub 


sequent sales set in motion by coin 
coolers. For example, two employees 
of a Buick salesroom told a driver 
salesman that the installation of 
a vendor has given them the “Pepsi 
Habit”, and, as a result, they now 
have their wives buying the bevy 
erage for home use 

In a more direct tie-in of on 
premises and  carryhome sales 
Pepsi Cola Bottling has a numbet 
of gas station outlets stocking take 
home cartons and cases for. sale 
to motorists. While the driver's car 
Is being serviced, he patronizes the 
Ve ndor and notices a Case and Cal 
ton display adjacent to the coir 
cooler. Impulse sales often result 
and it’s a simple matter to load a 
case of drinks into the car's lug 
yage compartment. A typical filling 
station has been averaging summer 
sules of 10 cases per week, halt 
of which are vended in Pepsi-& 
with the balance tallied in take 
home cases of the 12-0z. drink 
Which retails for $1.20, netting the 
service station a “quick quarter” 
profit. O'Neil believes suct 
case volume could be greatly in 
creased if the station personnel 
would do a “selling” job to motor 
ists, and he cites one spot whict 


put on a “drink drive” and retailed 


100 cases ina single week 


O'Neil has also used vendors to 
build volume in certain areas where 
over-the-counter sales are spotty 
With the addition of new stops 
created by coin cooler installations 
| 


the company is able to get a “pas 


load” out of each truck it sends 


out on the road. “Like other bot 


SUVS, "We had some truck 


whic 


were Weak-sisters 


idded volume trom drop 


outlets, whict 


ieliveries to vendor 


siness, we're 


For example, along 


view some 30 blue coin coolers with 


each flashing the Pepsi-Cola 


Pe PSsl-CONSCLOUS 


summer volume, a direct-mail piece 


“added inducement”, 


a ‘Model 27." During 


N. Y.—N. J. Service Club 
klects New Officers 


last month was elected presi 


vice calls for minor adjustrentS fling chalks up advertising gains 
which can frequently be handled PT to their credit. [I he 
by the site itself. In one spot, for the Boston Post Road, main high a 
example, a machine shop where way in the area, passing motorists { { 
dirt particles periodically clog the 
spare” in a five mile stretch, strategically 
unit has been left with the loca ee spotted outside of gas stations, and 
i shop emplovee then cleans the mark. “We couldn't get this advet 
clogved mechanism, and keeps it tising with billboards and signs if t 
on hand until another “switch” is we paid for it,” says O'Neil. “Coit ots 
coolers rate A-1 in spearheading 
\t present, 60 of the firm's our name brand drive, and it is 
a vendors are geared to dime opera hard to put a dollar value on the ‘ 
, tion, while the balance use nickel vendor’s role in making our terri 
inserts. Initially, the 10 cent price 
Was acceptable to consumers be Last summer, Pepsi-Cola Bot 
; cause Pepsi-Cola carried an adver tling was engaged in a new place 
Z tised 6 cent price and many retail ment campaign centering around ; 
outlets were charging 7 and cents the single flavor Vendorlator 
. for a cold bottle. When Pepsi-Cola ‘Model 27”, which dispenses 27, i 
Bottling began to bottle the Pepsi and pre cools 10° eight-oz Pepsi 
j this vear, it had some doubts about Since its driver-salesmen wert 
4 the reception of the smaller drink busily engaged in handling peak 
in dime vendors, but these proved ES 
¢ infounded. About two-thirds of &s was sent to selected lists of pros ; 
coin coolers now stock the pective locations. “Leads” turned 
$ drink, and the balance feature the up by direct solicitation. As ar : 
12-0z. Pepsi. (Only the larger drink ee the firm vives 
" marketed tor take-home trade 5 tree cases of Pepsi Cola to each ; 
% Most of the dime machines are in site installing j 
retail locatior where the “profit” the first 15 days of the campaign, : 
a factor in vending is the site’s fore ovel 50 outlets purchased this “ 
most consideration, while the five vendo} ‘ 
ent ou oolers are spotted in 
iwement is more interested in. the 
ervice” offered employees than it Andrew Torter (H. Kohnstamm i 
; Although the bulk of its co dent of the New York and New 
cooler volume channeled throug Jersey Bottlers’ Service Club, one 
; \ tatic ind small industrial ee of the largest and most active sup 
outlet Cola Bottling ha plymen’s groups 
ng ilso tapped number of other vend Other officers are lra Parnes (Re 4 
neluding the numerou fined Syrups Co.). Bennett 
: private and parochial schools in the Chas. Pfizer & Co and Jack 
irea;, hospita clubs, ariving Goldberg Firstenberg Bottlers 
range ind te ourts ind Mact Corp.), Vice presidents ; Ker 
: beauty hich it regards a Stelter Virginia Dare Extract 
Sampling te ntluence Co secretary and Joe Greenbers 
ibsequent irryhome ule tlers,” he Salient Flavoring Cory treas 
housewve the firn POURS ure! 
; the-beaten-track —locatic ire oa With the Phe organization's new advisors 
nes stud Cate board consists of retiring prexs 
te prover getting full Sol Bendow Nassau Bottle Co 
beverage outlet mt ppls oads, bringing down our overall John Gallagher Theall & Pile 
concel vhicl ture t listribution costs.” Harry Stone Hollywood 
! ind attra both who ‘ \ i generally overlooked value Flavors ind Manny Levys He 
reta customer bu rom the vendors, Pepsi-Cola Bot 
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VISITORS WELCO™M! 


Student Plant Tours 


Pay Off 


Florida operation developing its youth market and laying 
groundwork for future home market sales through a coor- 
dinated series of plant tours by high school youngsters. 


tors at the Panama City (Fla.) 
7-Up Bottling Co. plant. 


Orcanine a series of co-ordi pals and teachers, to prevent last Which is available. During the tour 


nate plant tours) by high-school minute snarls and misunderstand the high-school class is first taken 


nesters, through arrangement ings, which Mr. Byrd feels would into the lobby 
with local high schools, is a long 


you of the 7-Up plant, 
negate the purpose of the event where such features as the new 
volume-building operation The plant tours, which may be Perma-stone facade, unique in this 


h shows much promise, accord spaced a week or a month apart, ac 


section of the state, are explained 


rto Il. W. Byrd, of the 7-Up Bot cording to the season, the number The air conditioned business offices 


ing Company of Panama City, of students available, etc., are aimed of the firm, two-way truck drive-in 


Vv, Florida primarily at students in the 7th, system, and other 


features, are 
Mr. Byrd. who with his father. Sth and 9th grades, according to 


also explained 


founder W () Byrd, heads the Mr By rd this yroup being made Next, students are steered to the 


plant, launched the school-student up primarily of youngsters from line itself. “We have found it best 


plant tour program co-incidentally 14 to 17 vears of age to start with the receiving room, 


with a complete remodeling of the “We chose this age group because where bottles are inspected and 


long-established northwestern Flo these youngsters represent not only moved out to the conveyor,” Myr 


r plant. Established since our best market at the moment, but Byrd said. “From this point, the 


and currently bottling both a potential additional market in group moves to the soaker and 
r and 7-Up, with three later vears, Which will have a lot to washer, then down the line through 


the Byrd con do with future expansion,” the filling, inspection, capping, carton 


doubled its production facili Florida bottler indicated ing operations, etc. We encourage 


arly 1949, including a 200 “Our experience has been that the students to ask 


as many ques 


in floor space, installation maximum consumption of bottled tions as they wish, and by limiting 


a double-Dixie bottling line, and soft drinks is during the upper the group to 35 o1 , Can be sure 


increased rolling stock. Due to more high-school yvrades, and the years that most have a thorough compre 
ficient locati machinery, re immediately following with a hension of what is detailed 


placement 1 equipment with gradual dwindling of the amount “While the youngsters are on line, 


ete prod K consumed as the pure haser grows we point out the features of modern 


130) cases older We feel that by focussing automat machines, the water 
Mr. Byrd interest on modern, sanitary meth treatment utilized to remove un 
reasor ods of bottling, and high qualits wanted bacteria, alkalinity, and 
individual plant standards, \ ( insure that the other features. Most of the vouny 


high-school voungsters as they grow sters approach the lecture from a 


groups of high older, marry and settle down, will materialistic standpoint, and ask 


Verayviny 


continue to purchase our brand.” rather intelligent questions. We 
The plant tours are conducted have found that 
either by Mr. Byrd, or A. L. Hud questions at each 


answering a Tew 
stop thoroughly 


yins, sales manager, according to educates the entire group, so that 
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oat 
ag 
| MODERN SANITARY PLANT 
> 
4 
1931 
Dr. PY 
additior 
tion has been dout 3 
; per hour, accordir 
which he felt was Pe 
for well-organized, 
Under the plan, 
school students, 35) per 
, tour, go through the plant at pre ay 
arranged hours, the latter carefully ee 
Febru 4, 1950 


the boys and girls are bound to 
speak 


sions to their triends.” 


favorably of their impres 


Focal points of interest in the 
plant tours are the soaker, filling 
units, and refrigeration equipment, 
according to Mr. Byrd. “About 75 

of each group confesses to absolute 
ignorance of bottling plant produc 
tion methods before the visit,” he 
“which, of course, 


smiled, means 


that we will make a much more 
Vivid impression upon each visitor.’ 
After the tour of the bottling 
lines, the high-school students move 
to the syrup room, where methods 
by which fountain syrups are pre 
pared and distributed are explained 
From there, the laboratory, where 
bottled drinks 
Is maintained, is inspected. Step-by 
step, Mr. Byrd or Mi 


escorts the group through the stor 


the quality of various 


Hudyins 


age areas, receiving room and ship 
ping room, and truck-loading area 
‘A lot of the vounysters are inter 
ested in the skid method by which 
cased yoods,”” Mr 


further indicated 


we store Byrd 
‘And since many 
ire studying one form of merchan 
dising or another sa part of higt 
school curriculum, this. fits in well 
with their training 

Iwo of the high schools cor 
cerned have taken such an excellent 
view of the plant tours that stu 


dent are pecial credits 


for the “plant tour” toward gradu 


atior il economics industrial 
classes. et \t one large high 
school, each student was required 
to write an essay on his visit to 
the plant ind one or these Wiis 
printed in the high-school news 
paper vhich, of course, reached 
many youngsters who had no opper 
tunity to actually visit the plant 
inti ri rite the 
classe 

Triterise terest on the part of 
ill students tour the plant in thi 
Way has made the extra pains nec 
essary Well Worthwhile weord 
ing to Mr. Byrd The youngsters 
he ivs ‘readily understand that 
We ine ittempth to turd thei 
yood-will and promise lovalty to the 
products, even without any solic 


Needless to sas 


tation 


30 


on sanitation and clean living, in 
current high-school curriculums has 
made the youngsters conscious of 
the advantage of scrupulous sanita- 


tion in food product production 


and since we make plant cleanli 
ness our major forte, we achieve a 
high degree of appreciation.” 
While, of course, no plant tours 
are scheduled during the summet! 
months, due to the coincidence oft 
high-school vacation and the heavy 
volume period of the year, Mr. Byrd 
plans to intensify the plant tow 
program this year. In every in 
Stance full co-operation has been 
received from high-school super 
visors and principals, with requests 
coming in from rural high schools 
in outlying districts for the same 
“While, of course, it is 


difficult to forecast the 


privilege 
future, We 
believe that every student taken on 
tour of the plant in this way, will 
use larger amounts of our drinks 
in the future, and will have far 
more confidence in his purchases,” 
Mr. Byrd said 


Interchangeable Dealer Sign 


Introduced by Canada Dry 


\ metal sign that may be assem 
bied in a wide variety of sizes and 
forms will shortly be introduced 
to dealers by Canada Drv bottlers 
Literally permitting the retailer to 
have “as much sign as he wants,” 
the sectional sign can be assembled 
in seventeen different combinations 
of trom one to seven panels 

The revolutionary display, whict 
provides for both dealer privilege 
and Canada Dry copy messages, are 
adaptable to either wall or post 


erection 


Warm Weather in East Spurs 


Beverage Volume 


Hot weather may not be a cure 
all for what ails the industry, but 
it certainly does give beverage vol 
ime a much-needed shot in the arm 

\long the East Coast, which is 


experiencing its Warmest weather 


York and Bostor 
one aay last month maividual 
bottlers have reported 10 to 35 pet 


cent increases over normal Decen 


' 
ber-January business. In other 


parts of the country, the trade has 
not been as fortunate. Snowstorms 
in the Pacific Northwest and floods 
Southwest 


in the seriously dis- 


rupted normal operations where 


and when they occurred 


Riley Charges Sugar Quota Held 
Down to Hold Pri 


In his most forceful statement to 


‘e Up 


date on the Government’s 


policies, John J. Riley, A.B.C.B. sec 


sugar 
retary charged recently that the 
Government is “putting emphasis 
on restricting supply to avoid lower 
price 

Riley made this declaration in a 
by-lined article (“Quota by Dedu 
tion”) in the January issue of the 


A.B.C.B. Bulletin 


Ohio Will Hold 
Another Cost Clinic 
Flushed with the success of its 
first Cost Clinic for bottlers (see 
Jan. N.B.G.), the Ohio Bottlers ot 
Beverages has at 


Carbonated 


nounced the completion ol plans 


for another Clinic. which will be 


held Feb, 16-17 in Cineinnati 


Harrisburg (Pa.) Bottlers 
Form New Association 
The Harrisburg Bottlers Associ 


ation, comprising representatives 
drink 


was formed list 


of the eight soft 


plants in the city, 


bottling 
month “to promote the standards 
and development of the soft drink 
industry 
Chairman of the 
Kunke, 
Bottling 
are R. R 
Cloverdale Springs Company, vice 


Miller, owner of 


group is E. P 
manager of the Dr 
Company Other 


Koser, manager of the 


chairman; R. R 
the Hires 


retary; and 


sottling Company, sec 
Francis W 


Davis Bottling Com 


Davis 
owner of the 
pany, treasure! 

Others attending the organiza 
tion meeting were M. Dillard Sams 
Harrisburg Coca-Cola Bottli 
Company: Paul G. and Clarence G 


Seven-Up Bottling Con 


Stone! 
pany; Robert Bennett, Royal Crowr 
Company; and Gotttried 


Bottlir 


Chequot Club 


A’ 
i 
= National Bottlers’ Gazette 


A complete line 
packaged in 


ONE bottle! 


Buying preference built up over a 
generation makes Mission Orange 
America’s first choice among orange 


drinks 


Behind this sales leader Mission has 
marshalled a complete line of popular 
beverages—all advertised and sold 
under the Mission name—all distin- 
guished by the same high quality that 
has made Mission Orange famous for 


flavor 


such a distinct advantage over compe- 
tition: The complete Mission line of 
flavors is packaged in one standard 


bottle and one standard case 


In these days of high bottling costs, ee 


Mission's one bottle and one case mean 


And here is why Mission Bottlers enjoy ; zg 


less container investment and simplified 


production. It all adds up to a greater a j Favored by the Nation 
margin of profit for Mission Bottlers mr for a Generation 


a : General Offices and Plant: 5001 South Soto Street, Los Angeles, 
MISSION DRY CORPORATION y Colifornia e Divisional Sales Office: 510 North Dearborn Street, 


Mailing Address —Sales Offices: 105 Hudson Street, Chicago 10, Ill. Canadian Distributors: Mission Orange Canadian 
New York 13, N.Y ltd, 159 Bay Street, Toronto 1, Can 
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SALES AND PROFITS SNOWBALL 


| | 6 when you bottle Brisk 
JULEP FLAVORS 


For forty-four years leadiny nd the brighter, better 
E ee taste of Julep Flavors the best business builder of them all. Wherever they 
nacking, 
What's more, Julep's guaranteed terms lower your costs, raise 
margin of profits. The more you sell, the more you make per dollar invested 


Julep Flavors cost no more thian ordinary types and quantity discounts 


bring you big cash refunds. For example: 200 gallons purchased within a 


year entitle you to a 5 refund; 500 gallons earn you a 10'j, refund. And, we 


prepay freight charges o1 


Whether yo 


ntage 


JULEP Time" 


With 


to investigate the extra value Julep Flavors offer you, the extra savings 


they make possible. Write toda 


THE JULEP COMPANY 


353 W. Grand Ave., Chicago 10, Ill. @ 200 Davis St., San Francisco, Cal. 


\ 


Famous for Howel’s Root Beer— 
the quality franchised drink 
—backed by the 7-Step Mer 


chandising Plan, and acclaimed R 
by successful bottlers EtR 
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Advertising Consistency 
Pays Big Dividends 


Mr. and Mrs. George Martinson 
look over some of their 

new point-of-sale advertising, 
which is part of their 


consistent advertising program. 


Wars children from the neigh- 

borhood come to the home of Mr. 

and Mrs. George Martinson for “Our main business builder is paper, billboard and point-of-sale 
their “treat” the Martinsons are consistent advertising,” said Mr advertising 

ready. This friendly couple, oper- Martinson. “We don't do anything When Mr. Martinson can get 
ators of Nehi Bottlinz Co., Orange, spectacular. But we maintain our away from his plant in the 
Calif., invariably follow their key advertising at the rate of about 5 spring and fall he also carries 
principle to business growth cents per case on demonstrations in good supe! 
CONSISTENT ADVERTISING “For we know this,” he added markets. 


Naturally, they give the children “We are advertising to a passing At other times he is his own 
(and the grown-ups with them) parade. People come inte the com route supervisor. He rides with his 
Nehi beverages and R-C Cola! munity. And we've got to keep four route salesmen to renew pet 

No wonder members of the Cali- reselling folks to ke: } ‘om buying sonal contacts With established cus 
fornia and Nevada Manufacturers our carbonated beverages.” tomers and to meet new ones 
of Carbonated Beverages persist ip Mr. Martinson, and his charm This, too, Mr. Martinson con 
reelecting George Martinson as ing wife who runs the office of their siders part of his consistent adver 
their treasurer! He's consistent small but efficient plant most of the tising program: advertising in the 
He gets results for his association, time, credit their current increase form of personal contact, backed up 
as well as for his plant ase volume to the consistent with point-of-sale advertising 

In 1949 Mr. and Mrs. Martinson’s advertising -they maintained ever It's not spectacular, but it’s the 
business showed a 20 percent 1h- during the war consistency ol the advertising and 
crease in volume. What's more, thes The Martinsor 1 : f th promotion program which is build 
did it with 96-cent R-C Cola and advertising program devised by 11 ing increased beverage business fo 


with 90-cent Nehi flavors parent firm, ’ ‘ ! the Martinsons 
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ESE... 

offered you 

only one 
bottle supplier 


* ACL (Applied Color Lettering) 

High Lustre 

Label Design 

Syncro-Flash Finish 

Protective Film 

Wood Cases 

Duraglas Center Facilities 

Corrugated Cases 

Bottles produced on Modern 
Automatic Machines 

Over 75 years of Beverage Bottle 
Manufacture 


Applied Color Lettering, as pioneered by Owens-lilinois, is 
one of the best ways to add sales appeal and reduce your 
bottling costs. 


How? First, because O-l’s fast, precision machinery 
applies color to Duraglas bottles automatically. That’means 
every one of your bottles has durable fired-in-glass lettering 
of uniform color, brilliance, clarity and register . . . for 
uniformly strong sales appeal! 


Second, ACL eliminates the cost of printing and gluing 
old-fashioned paper labels; cuts labor costs; and adds 
space by removing need for labeling machines. It will pay 
you to come to Owens-Illinois for all your beverage bottle 
needs. Prompt, experienced service. 


BEVERAGE BOTTLES 


Look better-Last longer 


OWENS-ILLINOIS GLASS COMPANY 
Toledo 1,Ohio °* Branches in Principal Cities 


7-02. Duraglas bottle with applied color 
lettering. ACL is supplied in one, 
two or three colors. 
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andling Problems 
icked by Big Plant 


To unload and load trucks; 


keep production lines supplied with 


cases and bottles; storing materials and finished goods—these are 
the materials handling problems of all bottling plants. Here's a pic- 
torial analysis of efficient handling operations in a specific plant. 


One of the greatest handi- 


caps to the efficient opera- 


PROBLEM: 


tion of the bottling plant 


of Pepsi-Cola Bottling Co., 


Rast Chicago, Indiana, was the repeated delays 


occurring at the truck docks :—unloading and loading 
resulting in a tre- 


Manual 


operations, performed manually, 


mendous loss of time for drivers and trucks 


handling operations also presented problems in the 


form of excessive physical strain and resultant injuries 
to employees, congestion in the production areas of 
the plant which retarded productive efforts and, finally, 
a waste of overhead storage space, caused by the 
weight of materials and products, which are far too 


bulky and heavy to stack with safety and ease 


@ THE SOLUTION: 


lays by reducing 


the usual 2 to 3 hours to 


transporting and = stacking 


unloading 


Several Towmotor fork lift 


trucks, now in operation at 


this plant, have almost com 
pletely eliminated truck de 


and loading time from 


just five minutes! Lifting, 


cases ol and full 


empty 


bottles, cams of syrup, bays of sugar and other raw 


materials, Towmotors 
handling, preventing strain 
kept 


and finished products move 


Production lines are 


to loading areas. The ent 


smoothly and easily, thank 


of mass materials handling 


have 


done away with manual 


and injuries to employees 
supplied with materials 
» quickly to storage and o1 
along 


Ire operation moves 


s to this improved method 
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Here's the beginning of smooth, effi- 
cient fork truck and pallet mass han- 
dling at the Pepsi-Cola plant: A 
fork lift truck has just picked up a 
full pallet load of cases of empty 
bottles from the truck body and will 
transport them to temporary storage 
area adjacent to a case conveyor 
feeding the bottle washer. 


v 


The second step: Fifty case lots of 
empty bottles are brought to the 
roller conveyor that leads to the 
washing and filling machines. One 
man, directing the fork truck, makes 
short work of what was once a diffi- 
cult. slow manual handling job. The 
girl in the picture is a checker. 
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Now the fork trucks start to work on 
the cases of filled bottles. In the 
background. a Towmotor has picked 
up a full pallet load of full bottles 
from the casing machine for delivery 
to storage. That load contains fifty 
cases of filled bottles. 


| 


Row upon row of cases of filled 
bottles are stacked, neatly and 
safely, ten cases high. Every inch of 
available storage space goes to 
work when pallet loading is em- 
ployed. 


Other jobs around the plant are also 
handled by the lift trucks. Here's one 
moving a full pallet load of bags of 
sugar, each weighing 100 pounds. 


Vv 


Pallet loads of sixteen 10-gallon 
drums of concentrated syrup used in 
preparing Pepsi-Cola are handled 
easily. quickly and safely although 
the load totals 1,920 Ibs. 
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PUT GINGER 


IN YOUR 


GINGER ALE 


SALES! 


Ginger Ale that brings your customers back 
for more and more! That's what Atlas Pale 
Dry Ginger Ale Extract can mean for you. 
This pure extract from genuine Jamaica 
Ginger, 2 oz. strength, is hitting new highs 
in popularity this season. Let us send you 
a trial gallon today. If it doesn’t give you a 


new, finer, more authentic, more distinctive orn, GINGER ALE EXTRACT 
Ginger Ale, your money will be refunded. we ous 
= 
THE ATCAS PROTECTS 


Order now! 
z 
) 


FIRST PRODUCERS OF CERTIFIED COLORS 


COMPANY Enc. 


ESTABLISHED 1851 
89 PARK PLACE, NEW YORK 7 1-13 E. ILLINOIS ST, CHICAGO I] 4735 DISTRICT BLVD, LOS ANGELES 11 
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U«, ALLY one thinks of flavor as 


a commodity. The fact is that flavor 
is not a commodity at all. It is al 

therefore, should 
be identified and evaluated in that 
light. The dictionaries define flavor 
as “that which imparts a distin 


yuishing character.” The late 
Luther Burbank referred to flavor 
as “The joy of eating; an actual aid 
digestion a stimulant to the 

in the stom 
ferred to food without 
medication something 
tuken merely to accomplish a 


it iamely, to 


e result, 
\nother writer offers 
statements on 
“No one 
food is more important than 
nd no 


attribute is 


erstood and less studied.” 
‘To say that folks 
eves may be 
the fact 
id indifferent 


offset 


smell. It should 


sense of 


ith the 


different effect 


Flavor 
Factor 


The delicate flavor in soft drinks is a strong 


factor in producing and holding customers. 


by EARL WEED, Foote & Jenks, Jackson, Mich. 


Flavor then, is never seen, heard, 
felt or tasted. It is identified and 
classified by a small group of nerves 
located in the nasal passage, called 
the olfactory nerves. The frayrance 
(odor) of the rose is recorded as 
air passes in through one’s nose; 
while flavor (aroma) is recorded in 
food mastication. Odor and flavor 
ure synonymous 


Taste, so highly Important in the 
judging of food values, is regis- 
tered by taste buds located on the 
tongue. The elementary sensations 

sweet, sour, bitter and salt are 
thus identified A pronounced 
tongue reaction Is a taste sensation 
different 


cording by the olfactory 


entirely from flavor re 
nerves 
Freque ntly, users of flavors confuse 
flavor with taste, and, at times, 
with costly results. Unfortunate is 
he who has lost either or both of 
these senses, taste and smell. For 
him the joy of beverages is lost 
Experts can, with highly developed 
senses of taste and smell, identify 
the type, character and quality of 
many of the materials present in 
a prepared food. At times it is ex 
tremely difficult to separate flavor 
from taste effect, especially when 


the aromatic odorous) character 
is mild and delicate It would he 


unfortunate and unfair if any man 


ufacturer of flavoring material as 
sumed full credit for the popularity 
of a beverage merely because his 
product was used in it. It would be 
equally unjust for a bottler to con 
demn flavoring because it alone 
could not produce a finished result 
that would demand popularity for 
his product 

In practically all of the food 
trades, flavor and taste are consid 
ered together because the two sen 
sations are so closely allied, even 
though they indicate different ef 
fects. This permits the complete 
recording by the olfactory nerves 
of every ingredient used in the 
formula that has a distinguishing 
aromatic character, and the com 
plete register by the taste buds ot 
all ingredients possessing the ele 
mentary sensations sweet, sour, 
bitter and salt 

The relationship between flavor 
and taste in judging values of foods 
and of raw materials used in pre 
paring them is of considerable im 
portance, An acceptance of this fact 
by the food industries in their ‘use 
of flavors will do much to clear 
away existing confusion and mis 
understanding and permit 
There should be 


flavor consciousness 


progress 
Once these facts are accepted by 
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TRY THIS BLOTTER TEST 


YOURSELF 


Here’s proof you can 
see. Scrape the skirt 
edge of an_ old-style 
crown across the blot 
> ting surface of a desk 

Fewer marred decorations 


blotter. Notice how 


much paper lint it 


with Armstrong’s 
new Hi-Speed Crowns 


scrapes up Then 
try the same thing 
with Armstrong's 
new Hi-Speed 
Crown and see the 


difference 


By removal of the burr from the underside of 
the crown skirt on Armstrong’s new Hi-Speed 
Crowns, the possibility of marred and scratch- 


THERE'S A SOURCE OF SUPPLY 
ed crown decorations is substantially reduced. 


NEAR YOU J 
e 
What's more, these new crowns cause less wear —_— y 2 


on crown hoppers and chutes. You get less 
snagging in the crowner chutes, fewer hang-ups, 
less shutdown time on the bottling line. 

Tests have shown that Armstrong’s new 
Hi-Speed Crowns flow much more freely in 
bottling machines, cause far less friction on 
high speed lines, and create much less dust on 
the crowners. 


Armstrong’s new Hi-Speed Crowns are avail 
able for immediate delivery in any quantity. 
at no extra cost. For information, write 


Armstrong Cork Co., Glass and Closure fA) 


Division, 6302 Prince St., Lancaster, Pa 
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the manufacturers of beverages it part of the management. Your fla- in brown bottles and capped in the 
becomes obvious that the starting vor-manufacturer goes to great latest approved maner. The bottler 
point for a fine flavored product lengths to produce a fine, standard- expects this as a matter of course 
begins with the primary ingredi- ized flavor. Each ingredient is se- Then, is it asking too much to ex- 
ents lected for quality—-each operation pect the men in the syrup room to 
Each ingredient, as it is intro- is checked through the plant-—and measure the amount of flavor re- 
duced in a beverage imparts some- the finished product is tested and quired in an accurate manner? A 
thing to the final favor. The water examined by a chemist. Then, to gallon jug of flavor, no matter what 
may contain chlorine—-or other further protect the flavor, it is put the cost may be, is of no value in 
salts. The sugar may have an off- 
taste because of improper storage: 
it may have become damp and per- 


haps a bit moldy; or even contam- 


inated. Acid solution should be fil- 


tered and kept sterile, because it, Pfaudler Tanks 


too, can spoil. Inasmuch as a bev- 
STAND UP WELL! 


“We use Pfaudler equipment to mix Pepsi 
Cola syrup. These tanks stand up well. 
than any other food, it behooves We have used them for the past seven 
years, and there has been no maintenance. 
They are easy to keep clean and sterile. 
check his beverage ingredients. No The app of this equip tis an 
asset in any syrup room or laboratory.” 


erage, When taken into the mouth, 


registers its flavor more rapidly 


each manufacturer to check and re- 


flavor, no matter how fine its qual- / ~ 
ity, can overcome the effects of a SF W 


mbination ) ther . ate- PEPS! COLA BUFFALO BOTTLING CO. 
co of other poor mate 


rials 


There are many simple devices 
by which a manufacturer of soda A real buy sth ie with a capital B : 
waters may reduce his flavor-costs Bottlers using Pfaudler syrup mixing and storage tanks unanimously 
agree on these points .. . they stand up well. . . they are easily cleaned 
and maintained . . . they always look well. That just about spells ‘a buy’’ 
with a capital ‘’B’’! 

Standard Pfaudler stainless steel equipment is available in capacities 
ranging from 5 to 500 gallons in vertical or horizontal design. Popularly 


One fact stands out above all the 
rest, the use of concentrated flavors. 
A flavor which costs $18.00) per 


gallon, but requires only 4% ounce 


to flavor a gallon of syrup, has a priced ‘Junior Series’’ glass-lined mixers and storage tanks are made in 
flavor-cost of seven cents and with sizes from 5 to 100 gallons; larger sizes also manufactured. Literature 
a 1', ounce throw to a cast of 24 on request. 

bottles will cost 1 6/10¢ per case 


for flavor-content. In order to main- 


tain this same cost on a two ounce 
piece of goods it must be purchased 
at $4.50 per gallon and a four-ounce 
piece must not cost a bottler more 


than $2.25 per yvallon Likewise, a 


gallon of half ounce flavor, using 
a 1', ounce throw, will produce 


1096 cases of 24 seven ounce bot- 


tles, while a two ounce flavor will 


produce 277 cases and a four ounce 


flavor will net 138 cases—the throw 


remaining at oun 
eee — THE PFAUDLER CO., Rochester 3, N. Y. Branch Offices: 
st 42nd St., N °o shington § 

tate to use a concentrated flavor = Lamia ¢ roit Michigan 
16, Mass, 334 
O Box 4066 
Connecticut Ave 


because of the small amount to be 
measured at one time. The general 
and most used, excuse is waste due 
to inaccurate measuring A more 
proper statement would be careless 
ness on the part of the syrup man 


and inefficient supervision on the 
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a bottling plant until someone tle or graduate. One-eighth varia- 
learns how to use it in an accurate tion on an ounce throw will waste 
manne? 12's gallons of syrup in a hundred 
Some means of cost control on yallon batch 


flavors include the following items 
1. Spoilage costs money——avoid 
1. Rinse graduate with = syruy 


it. Because flavors should arrive in 
into batch the bottling plant in a sterile con- 

2. Ayvitate syrup thoroughly to dition, they are the least likely 
yet best performance from flavor cause of spoilage 


but, avoid whipping in ail - 


Check throw with throw bot bottles with screw caps 


“We save BIG Money 

with the Oakite Steam Gun. 
i It cuts our cleaning time 

q in HALF!” 


T'S a fact! With the Oakite 
Steam-Detergent Gun you can 
do twice as much cleaning as you 
ever did before by hand. Not only 


that, you can do a much better SEE how easily Oakite Steam-Cleaning 
gets into hard-cto-clean, recessed areas 


all around job...and save money. 


With the Oakite Gun you've got the most powerful weapon for fighting 
grime. At the mere twist of a valve you can release a potent mixture of wet 
steam and cleaning solution. 


The Oakite Gun can be carried anywhere for indoor cleaning of conveyors, 
loaders, tables, floors. For outdoor cleaning of loading platforms, bottle 
cases. For cleaning and degreasing in connection with automotive main- 
tenance and repair. You can also use it to strip paint. Send for FREE 
folder F 7438 giving the facts on low cost Oakite Steam-Detergent Cleaning. 
No obligation 


OAKITE PRODUCTS, INC., 264 Thames St. NEW YORK 6.N.Y. 


SPECIALIZED INDUSTRIAL CLEANING 
MATERIALS METHODS SERVICE 


Technwcal Service Representatives in Principal Cuties of U.S. Canada 
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5. Purchase flavors In brown 


6. Arrange stock so that oldest 
flavor is used first. 


7. Taste each batch at the begin- 
ning of the run, thus knowing the 


batch is right before bottling 


8. Make an official file of formu 
lae and folloie them 


Further suggestions and consid 


erations are: 


1. To purchase flavor only from 
reliable sources and from firms 
bearing a reputation for fair deal- 
ings. The label on the bottle should 
tell you the story of its contents 
and how to use it. Your supplier 
of flavor should be able to give you 
reliable flavor-information and ad- 
vice. He should be able to find the 


trouble 


n your finished product 
and act as an advisor in the matter 


of quality 


2. On the other hand the pur 
chaser of flavor should assume some 


responsibility 


Flavors should be kept in a 


cool plac e 


1. Do not heat stock. Keep it 
away from sunlight. The manufac 
turer uses brown bottles for this 


purpose 


5. Use all sanitary precautions 


possible 


6. Do not over-flavor this will 
produce the worst type of beverage 


7. Measure accurately the amount 
of flavor used in each batch ot 


syrup 


®. Flavor makes or loses repeat 


sales 


9 If flavor is worthwhile, then 


use the best 


10. No food product ever rises 


ibove the quality of its ingredients 


11 \ be is ais good “as its 


flavor never better 


These recommendations are sim 
ple and eusv to follow Througt 
their observance vou will get a 
better product at a lower cost, and 
virtually guarantee their continued 
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gives you 


RUMMY’S 


eye-catching 
emerald green 
7 oz. bottle 


as 1. Delightful Beverage 
2. Sparkling Mixer 


One big reason why RUMMY outsells other specialty You profit with a RUMMY franchise because you get: 


drinks in so many territories is its smooth, real juice @ A drink with double use: delicious straight or 
flavor that's delicious straight or mixed. mixed 


e@ A drink sales-tested ... proved in nationwide 


Unlike ordinary lemon-lime drinks sold in an emerald 
markets 


green bottle, which are extract flavored, RUMMY'S 
delightful taste is the result of NATURAL fruit in- 
gredients. And it's fortified with a generous amount 


e@ A drink of superior quality 
@ Economical—low ingredient costs 


eA tried and proven promotion program with 
of REAL juices to make it a taste treat for children sales making cooperative advertising, point-of- 


and grownups alike. purchase material 


hil denis weer ORANGE CO. 


Phone TODAY 


223 WEST ERIE STREET * CHICAGO 10, ILLINOIS 


/ 
<i 
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ROUND-UP OF THE NEWS 


GETTING PLASTERED BURIED SALES 


° The litthe woman won't like it if you get plastered ® Wilbur Wallace, Clarksville area distributor for Royal 
but your business will. if the plaster in question is a Crown Bottling Co. of Nashville, Tenn., has dug deep 
good wall, strategically located. which can be used for additional sales. In fact, in the case of Dunbar 
for advertising. This painted wall sign. using the new Cave. he literally works underground, stocking truck 
O-So Grape color combination, is being adopted by loads of beverages in the Cave itself. for the use of 
many bottlers—and it's well lit! the thousands of tourists visiting it yearly. 
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TAKE ME HOME 


Myer 1890 Bottling Co., New York City. found its Gair 
pack bottle carriers so good for its ginger ale sales 
that it has switched to this type of packaging for its 
entire line. This Robert Gair Co. six-cell carrier has 
a double wall between bottles for better cushioning. 
and is surfaced for high gloss printing. The Myer 
carrier is printed in red and blue, but is helping to 
keep the company in the black! 


Three prominent bottlers who re- 
cently visited the Duraglas Center 
Research Building of Owens-Illinois 
Glass Company in Toledo. O., are 
pictured above inspecting one of the 
new machines for laboratory testing 
bottle life. Shown above left to rght: 
E. A. Bostrom, The Coca-Cola Bot- 
tling Company, Grand Forks, N. D.; 
Thomas F. Mansfield, Manstield Bev- 
erage Company. Newark, New Jer- 
sey: and Thomas J. Moore, The 
Coca-Cola Bottling Company, Min- 
neapolis, Minn. Mr. Bostrom is a 
member of the Executive Board of 
A.B.C.B., while both Mr. Mansfield 
and Mr. Moore are former Presidents. 


ODD TIE-INe «© «© @© @ 


A most outstanding related-item pro- 
motion was staged in the Margaret 
Ann Super Market in St. Petersburg, 
Florida. when Mason's Old Fash- 
ioned Root Beer and the General 
Mills people cooperated in a joint 
sales drive. With the purchase of two 
packages of General Mills’ “Wheat 
ies.’ the customer received without 
extra cost. a carton of six bottles 
of “Mason's” Root Beer. The pro 
motion was widely publicized, and 
the store erected a large display 
as shown in the photo. Thousands 
of units were sold as a result of 
the campaign. 
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SOUND INVESTMENT 


John E. Mankin, operating Grapette bottling plants in 
Tyler and Rusk. Tex., says this brilliant white Grapette- 
identified Studebaker, fully equipped with a public 
address system and record player combination. is one 
of the best investments he has ever made. The car 
is in constant demand for all sorts of public gatherings 
and special events. It has appeared in numerous 
parades in all parts of Mankin’s territory. 
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FIRSTENBERG’S 


1950 SPECIALS 


OFFERINGS FROM OUR GREAT STOCK 
AT TREMENDOUS CLEARANCE SAVINGS 


12 Spout Red Diamond-Reeves Drive 


¢ 24 Spout Red Diamond-Reeves Drive 


¢ 24 Spout Cem Filler and Crowner 


40 Spout Cem Filler and Crowner 
¢ 40 Spout Liquid low pressure with 8 head 
crowner 


e Dixies hand feed and automatic—all models 
© 4-8-12 and 16-wide Meyer and Liquid bot- 
tle washers 


250-1,000 gal. Cem saturators 


Liquid Universal 1941 60-75 case capacity 


G. E. and Frigidaire instantaneous water 
coolers 


WIRE .. WRITE .. PHONE 
and convince yourself. 


insTENBERG 


BOTTLERS’' EQUIPMENT CO.INC. 
301-307 Powell St., Brooklyn 12, New York 


‘ 
FOR BETTER WATER 


USE THE Ligut Matic LINE 


\ We are specialists in 
the design and manu- 
particularly for use in 
eur instalation FILTERS 
are tailor-made to fit the 
DE-ALKALIZERS 
imum efficiency an er- 
range and is backed by SO 
a wealth of experience 


Write for this complete 
Descriptive Catalog 


Learn about the complete line of 
“LiquiMatic’’ products in our 16-page 
catalog “Red Diamond Water Treat 
ing Equipment Write us for a copy 
or ask your “‘Liquid’’ representative 


AUTOMATIC Corroration 
2412 GRANT ILLINOIS 


AUTOMATIC: P tsb 


NATIONAL ANILINE DIVISION 


Allied Chemical and Dye Corporation qN)> 
40 Rector Street, New York 6, N Y bs aaa 
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A delicious pine- 
apple drink with the 
taste of real Ha- 
waiian pineapple. A 


1-16 concentrate 


that comes ready to 
bottle. 


BOTTLED UNDER YOUR OWN NAME—!F DESIRED 


@ ORDER A TRIAL GALLON @ BOTTLES AVAILABLE 
@ CROWNS AVAILABLE @ ADVERTISING AVAILABLE 


SALIENT FLAVORING CORP. 


107 GREENE STREET, NEW YORK 12, N. Y. 
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Government May Intensify 
Prosecutions of Monopolies 


The Government indicated last month that it may 
move against monopolies in all fields when J. Howard 
McGrath, Attorney General of the U. S., declared that 
the monopoly problem in business and industry “‘is the 
most pressing domestic economic problem of our time 

Mr. McGrath said that his office did not consider 
bigness, as such, a crime. “We must recognize, how- 
ever,” he added, ‘‘that size carries with it an opportunity 
for abuse, and therefore, we must constantly be on the 
alert for these abuses.’ 

His remarks were amplified by Herbert A. Bergson, 
Assistant Attorney in charge of the anti-trust division 
of the Department of Justice. Mr. Bergson declared, 
We will continue to attack monopoly power and 
restraints of trade which lead to that power And when 
monopoly power cannot otherwise be effectively elimi 
nated, we will continue to seek its dispersion through 
the remedies of divestiture, divorcement, and dissolu 
tion,’ 

That the Government's attitude cannot be taken 
lightly was indicated recently by an A&P executive 
Said he I think it’s important to remember that this 
suit (Government's anti-trust action against his com 
pany), tf successful, will establish a pattern that can 
be applied to other industries.” 

A lot of big businesses were wiping their multi 
million dollar brows 


* * * * 


Raise Prices Or Die. 
Grapette Official Says 


Showing where his company stands on price raises, 
John L. White, sales director of the Grapette Co., 
Inc., Camden, Ark., warned recently that “'selling 
prices must go up . . . or many plants must go out of 
business.” 

In a feature article in the firm's house organ, "The 
Grapette Grapevine,’ Mr. White prophesized: 

"One of two things is inevitable in the soft drink 
industry today. Selling prices must go up, which at 
this time seems unlikely; or, many plants must go out 
of business in order to afford the necessary sales 
volume for others to survive.” 


* * 
A.B.C.B. Admits Membership 
Defections Because of Its Price Stand 


Because it is illegal and impractical for A.B.C.B. to 


take any direct action on raising soft drink prices, ‘some 


bottlers have resigned their membe rship in the national 
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Made from real fresh raspberries. : 
‘ 


Chemicals you live by 


THIS FELLA’S GOT SOMETHING 
ON HIS CHEST [om 


Diamonp Technical Service is service. 
And it’s technical. 

Phe DIAMOND man is highly trained, 
He's backed by a continuing research 
program of the DIAMOND ALKALI 
Company. What he knows about the 
use of chemicals to solve washing and 
cleaning problems costs) money to 
learn. IVs worth passing on. 

It is free to you-—whenever you 
need expert assistance, 

We say ‘assistance’, not merely 
“advice” because your DIAMOND man 
puts on a coverall and boots and does 
a job. In your plant, on your equip- 
ment. with your water and your 
troubles, his job is to prove to you how 


you can do a better job. 


Remember 
DIAMOND TECHNICAL SERVICE 


‘ And call for DIAMOND TECHNICAL 
SERVICE from your nearest 
DIAMOND Sales Office. 


DIAMOND CLEANING COMPOUNDS 


DIAMOND ALKAL COMPANY . CLEVELAND 14 OH!O 
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SUMMER SALES? 


of course 


“The year around seller 


with A 
growing DRINK 


B-1 BEVERAGE COMPANY 
4000 LINDELL BLVD. 
SAINT LOUIS 8, MISSOURI 


Fe bruary, 1950 
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association, A.B.C.B.’s Membership Committee admitted 
recently. The Committee said 

It is true that the national association has /ost some 
of its members—just as the industry has lost members 
due to situations over which the association has no con 
trol. We feel sure members of the association are aware 
of that, but we find others who tend to hold out the 
A.B.C.B. as the means for correcting all of the bottler’s 
competitive difficulties—such as competitive prices 
and then are unfairly critical because it cannot solve 
that problem in the way they want it solved. This post 
tion is usually taken without much thought given to the 
diverse views on competition within the industry and 
the practical as well as legal limits of doing anything 
about matters like prices 

‘It may well be, and many of us undoubtedly feel, 
that this is an unfortunate limitation on what the asso 
ciation might otherwise be able to do. But that alone 
does not change the more important fact that organiza 
tions having that activity as their primary purpose do not 
exist for long, and we cannot risk losing the other ways 
by which the association is making possible the con- 
tinued progress of the industry and each of us individ 
ually 

* 


Oldest Midwest Plant? 


A plant that has been in continuous operation since 
1855—95 years ago—wants to know whether it is the 
oldest bottling operation in the middle west. The plant 
is Louis Fuelling & Sons, Inc., of St. Joseph, Mo. 


A ¢ 


— 


Kenneth Miller, an official of the firm, says he would 
appreciate “any information you might have about 
plants that are older than ours." 

What about it, old-timers? 


* * 


French Communists Join Italian Reds 
In Attacks On Coca-t 


Now it is the French Communists who have launched 
a bitter attack on Coca-Cola 

Intensifying their campaign to prove the United 
States is enslaving France, the French Reds recently pro 
duced the anti-Coke slogan, “The Cola Colonization of 
France’ and to implement it, introduced a bill into the 
National Assembly to ban the sale of the beverage. This 
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STANDOUT PROFIT 


7 A Drink That Has 
@ 


No Fl Unequalled 
avor Competition! a. Production 3 
Chandisi 
Facilities! and Advertising! 


Only Dr. Pepper Tastes like Dr. 


dye per choice of millions and there 
most modern, Up-to-date plants 
or bigger-than-ever output! New, nati 

+ hard-hitting merchandising and advertising 


Programs interest millions i 
m 
and pleasure— profits for 


Pepper | 


is no substitute! 


THE 


STOP 


THAT GIVES You 


Get Information Now on Unusual 
Franchise Opportunities: 


CITY A—Long established franchise in popular Southeastern area. 
Excellent climate assures year-round opportunity. Population 
of franchise area—estimated 400,000! 

CITY B—Large Eastern industrial and educational center. Heavily 
populated adjacent area adds to profit opportunity. Popula- 
tion of franchise area—estimated 1,150,000! 

CITY C—Great Southwest opening for aggressive franchisee. High per 
capita development throughout area. Large military estab- 
lishment in franchise area. Population of city—125,000! 

Entire franchise territory—estimated 175,000! 


CONTACT FRANCHISE DEPARTMENT 


DrPepper co. 


BOX 5086 N 


Ee 
GOOD FOR LIFE: 


Ree. PAT, ic 


Dallas 2, Texas 
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VERSATILE NEW \\ 
VENTED PUMP 


by 


SPEEDS UP OPERATIONS 
AND REDUCES 
CLEAN-UP TIME 


Liquids move smoothly and positively when this ad- 
vanced P.D.* Sanitary Pump is on the job. If back 
pressures should develop, the pump automatically stops 
product flow in the input line. There's no chance of 
product damage or waste .. . no chance of dangerous 
line pressures. Through its gentle action, slow speed, 
large open chambers, positive vacuum suction, and 
propulsion through positive piston action, it gives non- 
agitating results. 


And to top all these advantages, you can use this pump 

to pump directly from your syrup supply to the syruper. 

The pump is quickly disassembled, easily cleaned. The 

parts are so engineered that they can be replaced 

only in the right position and the right order. Time saved 

on clean-up means more time spent on production. 
Write for the complete details about the WAUKESHA 


100% Sanitary Vented Pump, available in famous 
Waukesha Metal or Waukesha Stainless Steel. 


*P. D. — Positive Displacement . . . Slow Speed 


WAUKESHA FOUNDRY COMPANY 


WAUKESHA WISCONSIN 
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Machiavellian tactic is similar to that being used by the 


Italian Communists (see last month's column) who are 
deriding Coke as symbolical of the type of “capitalistic 


aid” Italy is getting from the U. S. 

The bill introduced by the French Communists stated 

“A grave danger threatens our production of wines, 
apéritifs, beer, cider, fruit juices, and mineral waters 
This production is menaced by the powerful Coca-Cola 
invasion of France. The beverage contains benzoate of 
soda and is therefore toxic The United States plans 
to establish distribution centers to cover all France by 
a system of trucks operating in a 50-mile radius from 
each depot 

Apparently, however, Coca-Cola is not taking the bill 
too seriously. According to reports, Coke is planning 
new plants in Paris, Marseille and Bordeaux, which will 
be ready early next summer. Observers furthermore be 
lieve that Frenchmen who never heard of Coca-Cola's 

pause that refreshes’ will be moved by the Commu 
nists’ propaganda to leave their wines and taste the 
drink for the first time 


26 Bottlers Are Members of 
Fractional Coinage Group 


The American Institute for Intermediate Coinage, 
through its board chairman, Edward W. Mehren (presi- 
dent of the Squirt Co.), last month released a list of 
soft drink bottling operations which are members of 
the Institute. The list reveals that 26 plants and one 
parent company (in addition to Squirt) have given 
their support to the campaign for the minting of 2!/3c 
and coins 

In releasing the list, Mehren stated, "This job can- 
not be done alone. The Institute needs active mem- 
bership support of at least half of the soft drink indus- 
try for these new coins." 


(As reported in last month's N.B.G., the new coinage 
proposal is gaining increasing support from consumer 
groups, industry leaders, publishers, and economists.) 


* * * * 


Latest Facts On Beer 


Unit sales of packaged beer and ale climbed to a 
new high of 59,967,880 barrels in the fiscal year ended 
June 30, 1949. Formgr high for packaged malt bev 
erage sales was in fiscal 1948 when 59,540,635 barrels 
movd into the hands of consumers. . Beer con 
sumers are showing an increasing preference for the 
product in cans, Beer can output in 1949 zoomed uy 
wards 416% to 4 billion units One beer maker 1 
pushing a new type thermo container which keeps four 
cans of beer cool for hours without the use of ix 
Another 1s merchandising its product in a new counter 
and display rack designed to accommodate six “handy 
six’ cartons of canned beer In recent years, thi 
trend in beer sales has been toward a greater concen 


tration of business among a shrinking number of com 
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/ 4 1g the Time to Order Your 


HERMAN 
BOTTLERS’ BODY 


New Sizes With More Capacity — New Low 
Height — Lower Cost Per Case Delivered 


Production is humming at the Herman plant 
We have plenty of steel... plenty of equip- 
ment... and plenty of men with specialized 
body-building “know how” to speed delivery 


on your order 


But with all ow speed of production, the old- 
time HERMAN fundamentals remain the same 


the same sound All-Steel Al!-Welded 
construction that makes a HERMAN the best 
buy in the industry ... the same eve-appealing 


streamlined beauty and the same Industry 
Design al « that plans jobs to spec ific 


route re quirenn nts. 


Why wait? ... why be satisfied with LESS 
than what a HERMAN can give you? Order 
vour HERMAN NOW! 


HERMAN BODY CO. - 4400 Cl 


foe 


@ HERMAN All-Steel. . . All-Welded 
construction has proved itself best 
in millions of miles of low-main- 


tenance operation. 


@ HERMAN UNIT CONSTRUC- 
TION — entire body welded into 
ONE unit and bolted to chassis 
frame, Body can easily be trans- 
ferred to another chassis. 

@ HERMAN Streamlined Beauty and 
quality appearance make attrac- 


tive business-building “Rolling Bill- 


boards 


@ HERMAN BOTTLERS’ BODIES 


are quality bodies—built to outlast 
the chassis—longer life 

untenance costs 


ayton Ave. - St. Louis, Mo. 
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GINGER ALE OUTSELLS 
ALL OTHERS 
IN SWITCH 10 
LARGE - SIZE BOTTLE! 


Good news for these days of lean 
profits: larger profits grow with the 
larger size bottle. Obviously, with 
ginger ale outselling all other flavors 
in this switch to the larger bottle, 
your choice is the choice of the big- 
selling brands: Blue Seal! 


Bar none, if bottied properly, Blue 
Seal... 90° proof, with its “unlim- 
ited shelf-life," unequalled bouquet 
and blends... is the finest ginger-ale 
extract on the market! 


For better business, bigger profits, 
switch to the bigger size with the 
top ginger ale, BLUE SEAL. Order 
a free sample or trial gallon .. . 
TODAY! 


BLUE SEAL EXTRACT CO. INC. 


CAMBRIDGE, MASS. 


talk of the trade 


panies A greater percentage of Americans con 
sumed their beer and ale in hotels, restaurants and bars 
than they did five years ago On the other hand, 
an otticial of the National Association of Retail Grocers 
recently declared that huge potentials exist for beer sales 
through grocery outlets. The ofthcial pointed out that 
less than 15¢¢ of the country's almost half-million food 
stores were handling beer as of just about one year 

And several big breweries are reported to be 
interested in automatic merchandising, and one West 
Coast vendor maker has started production on a beer 


vending machine 


Bottle Deposits for Every Taste 
—In Grand Rapids. Michigan 


Bottlers dissatisfied with their present low deposit 
rates will be interested to learn that four different 
deposit schedules (for smalls) are in effect in Grand 
Rapids, Mich. What's more, there is similar variation 
in quart deposit rates, with four different deposits 
existing on the large bottle, too. 

Complete details are contained in the market study, 
“NBG Goes to Grand Rapids,"’ published elsewhere 


in this issue. 


B-1 Asks Better Sugar Deal 


The B-1 Beverage Co. has added its voice to the 
clamor for a better sugar deal 


The company recently wrote “letters to the editors’ 
of prominent midwest newspapers (many of which were 
published ), pointing out the unfairness of the sugar 
quota system and urging a reduction in sugar prices 

In addition, B-1 circularized its bottlers, asking them 
to do likewise in their territories. “The response was 
100 enthusiastic,” the company reports. “There is no 
question that B-1 bottlers are out to get public support 
for repe al of the 1948 Sugar Act 


* * * 


75°°o Incomes Over $2.000 


Approximately 75°/, of America's 50 million families 
and single individual wage earners received more than 
$2,000 in cash income in 1948, according to a recent 
report by the Subcommittee on Low Income Families 
of the Joint Committee on the Economic Report. The 
following table, summarizes the findings. 

Number of Families & 


Individuals 
Income (000) 


Below $1,000 8,000 
Below $2,000 10,000 
$2,000-3,000 9,120 
$3,000-5,000 13,780 
$5,000-10,000 7,040 
More than $10,000 1,140 
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“Buvez Coca-Cola” or 


means pause and be refreshed in Casablanca 


In storied Casablanca, young and old make the Coca-Cola 
cooler a friendly gathering place where a man can pause 
and go his way refreshed. In Morocco as in America, 
the quality of Coca-Cola has built the popularity of 
Coca-Cola... has made Coke part of the community 


to help people work refreshed and play refreshed. 
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FITTINGS —VALVES 
PUMPS — TUBING 
and SPECIALTIES 


Tri-Clover Sanitary Fit- 
tings—available in a com- 
plete line of Stainless 
Steel and Tri-Alloy types, 
from |" thru 4° O.D 
meet all sanitary code re- 
quirements. Many exclu- 
sive items and manufac- 
turers specialties incorpo- 
rating patented design 
and mechanical features. 
(New reduced prices now 
in effect.) 


New Lift-Type Plug Valves 
— enthusiastically ac- 
cepted by hundreds of 
users. Outstanding design 
and easy-operation fea- 
tures of this revolutionary 
lift-type valve guarantee 
satisfactory performance. 


Tri-Clover is “Pump 
Headquarters"—for all 
centrifugal pump needs, 
offering a complete line of 
sanitary, brine and water 
types in a wide range of 
sizes and capacities, for 
clear and heavy liquids, 
and semi-solids. 


There is no greater protection against product contami- 
nation than the use of Tri-Clover sparkling clean Stain- 


less Steel or Tri-Alloy 
Pumps, to 


Sanitary Fittings, Valves, and 
gether with Stainless Steel Tubing, to obtain 


fully approved liquid conveying lines. See your jobber, 
or write for further details. 


ni-Clouer 


MACHINE CO. 


Kenosha, 
STAINLE STEEL 


ATEO STAINLESS STEEL 


PUMPS TUBING, "SPEC MALTIES 


February, 


RIAL FITTINGS AND 
INC JUSTRIAL PUMPS 


THE Complete LINE 


1950 
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Advertising Briefs 


At least half-a-dozen parent companies are adver- 


tising their products in “Life” 


magazine . . . Canada 


\PARENTS ADMITTED ONLY 
WHEN aati BY CHILD 


! 


Dry's television show, Super Circus’, was rated 
second in the ‘Best Children’s Program classification in 
the 1949 poll conducted by ‘Motion Picture Daily’ 

Incidentally, Canada Dry is so gratified with the success 
of the show in promoting the sale of its beverages, it 
has added several video stations to its list 
Rochester, Utica and Syracuse, N. Y 


Conn Because the models on the 


including 
and New Haven, 
1950 Squirt calen 
dar have hair-dos which many women wish to emulate, 
one bottler has been able to post the calendars in every 
beauty shop in his territory 

Nedick’s reportedly will soon rev. amp its entire point 
of -sale saiaciaiiiaiae program with creation of a new 
company face through uniform presentation of the Ne 
dick’s name and “Little Nick” trade character wherever 
they appear visually 


Pe psi-€ ola’s new hard-hitting 
newspaper campaign ts based on a series of tests con 
ducted by 


America’s leading research laboratory 


which show that “Pepsi-Cola possesses more quick food 
energy and value, ounce for ounce, than any other 
nationally-known leading cola drink Headline copy 
urges consumers to “Read These Facts Before You Buy 
Your Next Bottle of Cola (Ed. Note—Them’s fight 
ing words, but what bottler isn't fighting for business 
today 
* 


Java Prices High, So 
Coffee Clubs Change to Cola Clubs 


The “Denver Post'' reported recently that coffee 
clubs in Pueblo, Colo., were changing to cola clubs. 

"Members of groups which long have met for coffee 
and chatter each day said that many eating establish- 
ments now are charging 10 cents per cup of java," 
the newspaper added. It then pointed out that "a 
cola still costs a nickel here.” 

+ * 

Self-Service Buying Upswing Points Up 
Need for Good Packaging, Display 

It's more important than ever now that your package 


is attractive and that it is properly displayed. For, ac 
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HE JBAS Water Conditioning Plant never fails! It in- 
variably produces water that meets and generally surpasses 
the most exacting specifications. Mr. Wm. C. Frick, Secy.- 
Treas. of Coca-Cola Bottling Co. of Warren, Ohio, freely ex- 
presses his satisfaction with the JBAS-845 in his letter repro- 
duced here. It’s a real pleasure to add his name to an already 


long list (over 500) of JBAS owners who maintain absolute 
control of the quality and uniformity of the water they use. 


Don't take chances on ordinary or improperly treated water. 
It can easily cause .. 1. Excessive foaming, 2. Poor carbonation, 
3. Loss of syrup flavors, 4. Costly returned goods, 5. Bad ap- 
pearance. Get complete information today. Ask our nearest 
field engineer or write us for the Water Conditioning Analysis 
Sheet described below. 


FREE LABORATORY SERVICE. . SEND FOR 
THIS WATER CONDITIONING ANALYSIS SHEET! 


| 
| Make sure your woter meets the exacting specifi- 
| cations you require. Send for our Water Analysis r — | 
| Sheet, then fill in and return it with a sample. You = 

will receive our laboratory analysis and report : | 
| promptly. A valuable INFILCO CHEMICAL CAL- | 
| CULATOR slide rule sent FREE to all who return 

our analysis sheet properly completed. No cost | 
| or obligation is involved for this laboratory service | 


LEADING MANUFACTURERS OF WATER CONDITI 


WORLD'S 


WATER TREATING PLANT 


INFILCO INC. 


GENERAL OFFICES: 325 WEST 25th PLACE 


CHICAGO 16, ILLINOIS 


Coca-Cota Compasy of 


© BETTER WATER CONDITIONING © 
AND WASTE — SINCE 


ONING AND WASTE TREATING EQUIPMENT 
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REAL Fruit 


BLACK CHERRY AND 
BLACK RASPBERRY 


Push Sales! 


We have received many letters from bot- 
tlers all over the country complimenting us 
on these two wonderful real fruit flavors that 
are outselling many other popular flavors. 
Real Fruit Black Cherry and Black Raspberry 
are in keeping with the trend towards the 
preference for real fruit flavors over imita- 
tion. 


Yes, we give you flavors that produce full- 
bodied, fine-tasting real fruit beverages be- 
cause the Flavorex "Know-How" Process 
uses only the finest fruits and juices to cap- 
ture and hold the delicate goodness of the 
original fresh fruit. 


Step up your volume and profits with Black 
Cherry and Black Raspberry. They are grow- 
ing so popular in many sections that they are 
definitely a must in your own line. Your 
trade will love them! 


Write to us for a generous 


FREE SAMPLE 


of syrup ready to bottle. Better yet, 
order a trial shipment of concentrate 
now. Crowns are available for both 


Real Fruit Black Cherry and Black Rasp- 
berry. 


FLAVOREX co. 


302 S. CENTRAL AVENUE 
BALTIMORE 2, MARYLAND 
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cording to Delf Publishing Company's just-released 11th 
Survey of Homemaking, self-service food stores are now 
used by 82% U. S. families, as against 427 in 1939 

Which means that your product has to sell itself 


today 


1919 Candy Consumption Down 


Consumption of candy dropped slightly in 1949. 
According to the annual Commerce Department sur- 
vey on confectionery sales, 1949 per capita consump- 
tion was 16.7 pounds; in 1948, the average was 18.2 
pounds. 


The study also revealed that the ten-cent candy bar 
has become a standard fixture. Although more five- 
cent bars were sold, output of nickel bars dropped 
14°/, last year, while dime bar production jumped 
53%. 


@anned Orangeade Being Pushed As 
“Healthful... Non-Carbonated™ 


A leading maker of frozen juice concentrates has in 


troduced a canned orangeade and is vigorously (albeit 
indirectly ) promoting it as a better substitute for soft 
drinks 
Headline copy in a recent magazine ad str ssed_ the 
points that the drink is “non-carbonated” and “‘health- 
ful’. Supporting copy emphasize d that “it ‘digests’ better 
no after effects—it's non-carbonated 


Tea Industry Launches 
Biggest Promotion Drive 


The tea industry has launched its biggest ad blitz in 
a decade to get the public to drink more of its brew 
The campaign started last month with a large-scale pro 
motion on “Hot Tea Weak in forthcoming months, 
the trade will use magazines, newspapers television, 
and point-of-sale material to impress you with these 
facts 

Tea ts the world’s ‘most popular beverage; if 1s a 
“family” drink; it is easy to make important’ people 
like it; and “the only drink cheaper than tea is water 


In addition, a special promotion on iced tea will start 


in July 

Tea makers, incidentally, are discouraged by the fact 
that while the nation’s coffee consumption is some 50% 
above the pre-wat level, total tea use 1s about wher 
it was in 1940—-less than a pound per persor 


+ * * * 


You Can Always Expect Tax Proposals 


It has gotten to the point wher industry leaders have 
come to vicw carbonated beverage tax propo il is i 


tain as death 


Commenting on the 1950 sessions of State Legislature 


Hie 
wait 
4 
7 
| 
2 
a 
— 
* 
* 
3 
; 
| 
= 
* 
~ 
A * 
: ik 
} 
. 
if 
a 
: 
2 


FLAVOR Class 
_ Now GREATER THAN EVER 


THE BEST KNOWN GRAPE 
FLAVOR FOR OVER 29 YEARS 


NuGrape has led its flavor class for the past 29 

years. Its widespread popularity and acceptance 
as the best grape flavor on the market means 
extra volume—extra dollars—for our bottlers. 


NuGrape’s current advertising theme now ap- 
pearing on colorful 24-sheet posters, clever 
point-of-sale material, and heard on tuneful 

radio spots, is just part of the sound over-all pro- 
gram that is helping NuGrape bottlers sell more 

NuGrape Soda than ever before. 


. 
GEE-Licious 
=“, AN U 
=> 
NuGrape 


NOW is the TIME 


to PLAN for 


MODERNIZATION 
and ENLARGED 
OPERATIONS 


When replacing your old equipment or 


expanding your plant, you will want 
the best— 


TANKS 


Sanitary Stainless Steel Stor- 
age and Mixing Tanks for 
your syrups. Sizes: 30-1,000 
gal. Styles: Vertical, Hori- 
zontal, Squat. Sturdy, Dura- 
ble construction. Write today 
for bulletin SST. 


DISC FILTER 


The Common Sense Dise 
Filter is designed for water 
polishing which is essential 
for the superior taste and 
appearance of your bever- 
ages. A small investment 
for a better product! Write 
today for latest bulletin. 


eee 
Other “FILPACO” Products for Bottlers : 
Syrup and water filters, transfer pumps, con- 


veyors, sanitary fittings. filter paper, filter 
cloth, asbestos pads and filter aids. 


WRITE TODAY for further information and 
literature. Our sales engineers will be pleased 
to answer your inquiries. 


°° The FILTER PAPER CO. 


2414 S. Michigan Ave. 
Chicago 16, Ill. 


February, 1950 
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A.B.C.B.'s National Legislative Committee bluntly de 
clared: “The usual rash of soft drink tax bills may 
be expected.’ 


Another American Notable 
Joins Soft Drink Ranks 


Retired General Jonathan Wainwright of Bataan 
fame, who first came into the industry picture several 
years ago when he obligingly posed for cameramen 
with a bottle of soft drink in his hand (at a baseball 
game following his return to the States), is now offi- 
cially in the trade's ranks. He is president of a San 
Antonio insurance company which reportedly is selling 
a soft drink vending machine. 


* * 


Should You Use A No-Deposit Bottle? 
Profit Is the Key 


Walter Plummer, assistant merchandising manager, 
Owens-Illinois Glass Co., recently offered bottlers som« 
frank advice on the advisability of using a no deposit 
bottle. Bluntly declaring that “the record is all too clear 
that the one-way family-size beverage bottles have in a 
sizeable number of instances been launched under cir 
cumstances where they could not possibly be justified, 
Plummer cautioned 

“Whether retailers like the idea of having your prod 
uct in one-way beverage bottles, or whether you like the 
idea, or whether consumers respond favorably at a given 
price is all immaterial if you do not realize a fair margin 
of profit for yourself and your dealers 

To say or imply that this package is universally 
feasible at this stage would be badly misleading. The 
fact is that the opportunity for promoting family-size 
beverages Varies greatly by markets 

Likewise, the situation varies with bottlers, as to how 
much a one-trip operation saves in each bottler’s plant 
through the elimination of soaker Operations iust! 
solutions bookkeeping and handling. Savings to the 
retailers likewise vary, depending on their volume, and 
the nature of their present bottle handling problem 

For these reasons we do not suggest that any bottler 
or retailer ‘leap before he looks’ at this family-size on 
way situation. He must first examine the sy 
which would apply to his type of market, with his type 
of consumer. And, to repeat, there must be 
analysis and proper pricing so that both 
retailer make a fair margin of profit 

Certainly effective merchandising is req 
point of sale to properly introduce the no-dey 
return feature of the pa kage 

This may sound like strangely negative selling on 
the part of a bottle manufacturer but we honestly feel 
that the bottler who fails to carefully study the prac- 
ticability of the one-way family-size bottle is overlook 
ing something which may offer important possibilities 
for him. But we are equally sure that the development 
is no cure-all.” 
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Basic Chocolate Flavor 


Ouly 17*.., case* 


A LIBERAL ADVERTISING ALLOW- 
ANCE included in this low basic 
chocolate flavor cost of 17%c 
per case, to help you take 
advantage of the demand 
for this popular, nation- 
ally known choco- 


late beverage. 


You Can 
Start Bottling 


*® Not Including 
Sugar and 
Milk 


This Popular 
Sure Profit Drink 
NOW!... 


AY 


THE Leader in 
Chocolate Drinks or Phone today! 
Exclusive Franchise 


for over 25 Years in your territory may 


still be available! 


Write, Wire 


CHOCOLATE PRODUCTS CO. 


WEST SCOTT HICAGO 10, ILLINOIS 
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on the Hit Parade 


of Heauliness 


@ Here's the newest motor for bortling plants 


—styled for cleanliness, designed to improve machine 
appearance and streamlined to give employees incen- 
tive to keep equipment in spic-and-span order. The 
U. S$. Sanitary Motor has eye appeal. It is beautifully 
finished in white baked enamel, devoid of grooves 
and crevices. Ratings from 1 to 714 h p. Ask for 


Sanitary Bulletin 1554 


U.S. Sanitary MOTOR 


MAIL THIS COUPON FOR DESCRIPTIVE BULLETIN 
U.S. ELECTRICAL MOTORS. Inc. 


Los Angeles 54 or Milford, Conn 

Send Bulletin 1554 featuring U. S. Sanitary Motor 
Name 
Company 


Address 


City Zone State 


February, 1950 


To the Editor: 

The sugar act of 1948 is an experiment in planned econ 
omy which differs completely from the American way of 
life and the free enterprise system or capitalistic system. 

Most of our sugar is produced outside the continental 
United States and shipped to us. Thus a high sugar price 
is of small value to the American farmer. But the supply 
and thus the price is controlled by the Department of Agri 
culture. The American consumers are being penalized in 
the interest of a few sugar farmers in the United States, 
who also are being subsidized by direct payments on top 
of the high price. 

Take the tax on sugar, there is a U. S. Excise Tax of 
$.535; a U. S. Duty Tax of $.535; and a Premium Tax 
U. S. Refiners must pay over world price of $.91. This 
totals $1.98 per 100 pounds of sugar. 

According to the act, its purposes are to protect the 
welfare of the consumers of sugar and of those engaged 
in the domestic sugar producing industry, ete. Yes, the 
consumers are paying $1.98 per 100 pounds of sugar for 
the protection of their welfare. Yes, it is a holdup. 

The anti-trust laws will not let business control cost by 
artificially restricting the supply, but, now the American 
cane and beet sugar producers are holding an artificially 
high price on sugar by the power of the Secretary of Agri 
culture and taxes. 

Let us do away with the sugar ration and the sugar 
quota system. From an economic point of view it is un 
profitable to produce sugar in the continental United 
States. So, let’s do away with the sugar act of 1948 

During the first part of the sugar ration program the 
bottlers, as a whole, made very little profit because of the 
volume of business. During the price inflation period of 
the past four years wholesale commodity prices have been 
high and the purchasing value of the dollar low; so the 
bottlers with a nickel-a-bottle price have been left out or 
profit. It is a bad economic condition for the bottlers—to 
live for eight years without a just return on their invest 
ments, 

During the year 1940, before local sugar rationing, I 
paid for sugar delivered wholesale less than $5.00 per 100 
pounds, During 1949 I paid above $9.00. This shows that 
the price of sugar is going up, and that we are paying 
today above $4.00 more per 100 pounds for sugar than we 
did in 1940. In money it means the difference -between a 
profit and loss for a year’s work, for the bottler’s time and 
investment. 

Our business has had a very hard struggle since the 
beginning of the sugar rationing eight years ago, January, 
1942. As I see it, if some kind of change does not take 
place in the present sugar act of 1948, we will still have 
rationed sugar for years to come and the high price that 
goes with it. 

LYNN MATTHEWS 
Dr. Peppe r Bottling Co. 
Alpine, Texas 
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BOTTLERS' 


WW buyers will tell you that many of the salesmen | & be 
BOXES 


who call on them have mannerisms which annoy and 


irritate. These mannerisms are usually trivial, so much | 
so that the salesman may never be conscious of them 
Yet they frequently mean the difference between a 
“no” and a “yes.” Let’s discuss a few of these little | 
errors which add up to good or bad business manners 

For instance, there is the salesman who has a loud, 


penetrating voice. He may not realize that he is talk 


ing in tones which can be overheard throughout the 


office or store, but the buyer may resent having a Over Se ee 
business discussion broadcast to others and attempt | 
to terminate the interview as soon as possible 
We find a kindred fault in the salesman who edges : 


close to his listener and persists in talking right into 


his face. He may or may not have halitosis, but, at 


any rate, Tew men enjoy carrying on a conversation 


at uncomfortably close range 


Smoking is a general habit among men and lots of 


women too The re are some business houses, however, 


which have rules against smoking in offices, stores, and 


plants, and there are some people who do not like to 


have a stranger settle back and begin blowing smoke 


rings. It is a safe rule to always ask permission before 


taking out the cigarette, cigar, or pipe or, even | 

better to wait for the buyer to begin smoking 
Among the pet peeves of buyers is the habit some 

salesmen get into of reading business torms or cor- 


respondence which happen to be lving on the desk or 


counter, An astonishing number of salesmen do this | i Lo ei 
UnCONSCLOUSIN Their eves will fall on the papers and = s he 
begin to read almost without knowing it. This habit Direction 
is instantly detected— even when the salesman Is read 

ing words upside down, and is almost’ invariably 


re nted 
in straight lines —around curves in any degree from O° to 180° 
Over-familiarity is another unconscious habit which without the use of corner brackets or extra power units along 
gets salesmen into trouble. First names are used more the line 
freely n business than thev used to be particularly S OM = LATERAL CURVE BOTTLE, JAR, 
i! t est out men often resent being called “Bi 


is truly a versertile piece of equipment. Designed and engineered 
by experts in bottling needs, the Sty/-O-Matic Latera/ Curve 
may smile and put up with it. Better stay on the safe Conveyor gives efficient, rapid, simplified service with a minimum 
of maintenance. Send for Bulletin LC-! 
OTHER ISLAND EQUIPMENT 
Accumulating Table « Chain Conveyor « 
The main thing to remember is that when vou go Gravity Conveyor, etc. 


into a man’s office or store he is the host and vou 
the guest. Watch your business manners and you ISLAND 
EQUIPMENT CORPORATION 


21-03 Bridge Plaza North Dept. N-2 Long Island City 1, NY 


or Johr on short acquaintance even though they 


sic ind “Mister” a buver until he breaks the ice 


by calling vou by your first name 


won't invite prejudices which stand in the wavy of 


orders 
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034. W. 14TH ST. P. 0. BOX 590 
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MORRIS Low Handle ———— STEP = 


e 
Saves Space C 
Fit All Cases a rr e rs 
Makes Several Trips 


Safe Stacking--Either Vertically Adaptable to all Brands 


Or In Pyramids 
Trade-mark Appears On All Sides 


Ends Breakage Complaints 
Safe And Comfortable To Carry 


50% More Advertising Space 


Checking Loads Made Easy PA p E R M ILLS 


Prevents Scuffing 


3 
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LOWER COST 
TON GMC TRUCK 


LUMBER 


Priced to Put GMC Economy and Dependability 
Within the Reach of Many More Operators 


GMC’s new 280 models represent top notch value 
; the best buy in today’s commercial vehicle 
market, dollar for dollar and pound for pound. For 
these 1!.-ton trucks possess all the economy and 
dependability for which GMCs are famed. 

They are offered in a 

models, either 
or 


-in. Engine 
1 228-cu.-1In 
Basic Design as 
° “Army Workhorse” 


GMC Wide-Vision 
Famerrra-comfort Cab 


choice of seven different 
as Chassis, with factory-built bodies, 
as cab-and-chassis types. Their front axles are 
rated at 3500 pounds and the rear axles have a 
10,500-pound rating. Further, they provide a long 
list of GMC extra-value features. 


These handsome, husky GMC 280 series trucks will 
return full value for every penny invested in their 


purchase price... and they are a most excellent 
investment for 


h 
eed Syncro- -Mes 
shift Transmission 


all haulers of bottled goods. 


7, 


137 & 161 aw Wheelbases 


— Plat- 
-built Bodies 
stake, Stake Express 


TRUCKS 


GMC TRUCK & COACH DIVISION + GENERAL MOTORS CORPORATION 


JITLING Co.\, Ae 
— u x 
4 
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Carbonstors and Wate 
Refrigerating Units 


Fillers 


Bottle Woshers 


Beveroge Mixers 


tabelers 


In a ught spot — profit- wise — your 
best “out” is a close analysis of every 
detail of your operations. Look into 
selling and delivery expenses. Consider 
your market and its potentials for in- 
creased salés. Then check every step 
in production —to insure maximum 
efficiency in terms of more output per 
dollar of wages. 


Ask yourself of every machine in your 
bottling line: “can a new machine do 
a better job at a greater profit?” Obso- 


lete machines are thieves of profits! 
Experience shows that efficient new 
equipment quickly pays for itself in 
lower production costs per case. 
How? The quickest way to get the 
facts is to talk over your problems with 
a Liquid Bottling Plant Specialist. He 
is trained as a competent counseler to 
the bottler on “Line” performance, 
plant layout and re-arrangement, cost 
reduction, merchandising, etc. 


THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Ave., Chicago 23, Illinois 


Get your copy of this 
valuable, new 32- 
page catalog of 
bottlers’ equipment 


Gentlemen: 


plant equipment. 
Individual 


Firm Name 


Street Address 


loun 


THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Avenue, Chicago 23, Illinois 


Please send me a copy of your new catalog of bottling 


State 


65 


costs 
| Got \¢ 
RISING. 
a 
| 
' 
| 


REEVES ARMY 


FOR UNIFORMS 
THAT MEAN BUSINESS 


work clothe 
and 


niform itustrated manufactured by 
nitog Mtg. Co., Kansas City, Mo 


REEVES BROTHER S, Inc., 54 Worth St., New York 13, N. 


REPRESENTATIVES IN: Akron © Atlanta Boston Chicago Dallas Los Angeles Philadelphia © Portland, Oregon St. Louis Montreal Toronto 
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the biggest profit maker in the industry! 


% 9 
\ncluding Liberal A 


& Promotion A 


HERE ARE THE 
ACTUAL FACTS 
9%¢ per case is your ! fm 
actual flavoring con- 
centrate cost — this 
includes per 


case advertising, 4 
spent right in | 
your own mar- 
ket — plus f 
a generous RO 
promotion 
allowance! 


Can start bottling this big i 
profit maker now! 


Exclusive franchises in your 
territory. 


*Not Includ- 
ing Sugar 


Write, wire, or phone today 
FRANCHISE DIVISION DAD'S. ROOT BEER 


GENERAL OFFICES: 2800 NORTH TALMAN AVE. + CHICAGO 18, Ill. © PHONE IN dependence 3-4600 
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Centrifugal: Pumps 


Peak performance is the prime purpose of these 

precision-built centrifugal pumps . . ouistand- 

ingly efficient units for any beverage plant. 

Moving syrups—or other semi-liquids—-becomes 

1 cinch because of the three-bloded single piece 

impeller that won't cause churning or foaming. 196 “LOCKTITE’ COMBINATION BOTTLE 
Beautifully designed, completely sanitary, easy a OPENER AND STOPPER 

to take apart and clean-up, Ask for interesting 
Nofome ond Streamflo Pump Bulletin 9C. 


Sanitary Prodyct-Handling Equipment 


iso SPECIALTY Business 
SPECIALTY BRASS COMPANY 


Kenosha Wistonsin 


You can “feel” the built-in superiority of SPE- 

CIALTY Sanitary Valves and Fittirgs. Every de- No. 179 BEVERAGE SPOON ANO BOTTLE OPENER 
toil is preci ty machined and hiok!y polished 
to an exacting finish. That's wity sake-down and 

clean-up time are Made from stain- 

less steel or nickel alloy to meet rigid code 

requirements. Specify SPECIALTY ... over forty 

years the leading source of sanitary fittings. 

Complete details in Catalog 2FB. 


SPECIA 


No. 206 WIRE BOTTLE OPENER No. 190 WIRE BOTTLE OPENER 


por 


VAUGHAN MFG. CO. 


World's Largest Manufacturer of Bottle Openers and Can Openers 
3211 Carroll Avenue, Chicago 24 


Half.Century of Quolity and Service 


| 
\ 
p 
All over the world, AY 
as 
Si Fea Léa who wont the bes? for \) 
Ss E Cc IALT Y A Ne. 277 EXTRA HEAVY DUTY BOTTLE OPENER 
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SALES! 


uses it, and you 
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Sugat points 
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yor with anyt 


all prepared foods 


icated Sugar 
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alone — in 
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TUTE FOR Sug 


2E Is NO 
Sues: 


SUGAR MEANS 


* Sugor is uniform 
sugar beet, is brought t you just as nature ™ 
unmatched in purity: 
full rich flavor, 


the 


| 

Cole 

Root 

a 

| <¥ 

<a 

Wry Do LEADING MANUFACTURERS of food products use all-sugat formulas? 

Because they take no chances: they know that only sugar gives them the quality a 

that makes their products household pywords- 

* Sugor is yniversally accepte 

can't get that real home-made fla .- 

up the natural flavors of all foods. _ 

* sugar is economical. It can be used ef, 

™ wes. NO need to fiddle around 

power than other 5‘ 
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CROWN CORK & SEAL COMPANY 
Machine Sales Division ¢ Baltimore 3, Maryland 
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The most important thing about a bottling system is what it will 
do for you. That is why you should get all the facts on Cem before 
you buy any bottling equipment. 

Here is the system that has all the features to assure profitable 
bottling under a wide variety of conditions. Its fast, trouble-free 
performance gives big daily production. Equipped with Selective 
Temperature Control, it turns out the goods when you need them, 
regardless of weather conditions . . . and it does it at low cost. 
Speed, reliability, economy and flexibility are all combined in the 


Cem System to give you the most satisfactory operation and 
lowest over-all costs. 


Ask your Crown Sales Representative to show just what the 
complete Cem System can do in your plant. If necessary, he will 
call in one of our Special Machine Representatives to make 
definite recommendations on improving your operation. 


The LEM System - 


The Cem System is a complete bottling line which includes Syrup Cooler, 
Water Cooler, Saturator, Filler, Mixer and Bottle Conveyor Equipment. 


A size for every plant! 


Gazette 


Back of ali Cem Equipment is a 

nation-wide organization of fac- 

lory-trained service men. Located 

at strategic points throughout the 

country, they are always available 

to keep your Cem Machines in tip- 

top condition. Service, when you 

need it, is no farther away thar - 
your nearest Crown Branch Offic 
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A Truck 
Maintenance System 
That Works ff 


SB 


\ + 


Efficient and cost-saving methods used by this 
plant to maintain its delivery fleet can be 
adapted by other bottlers, large and small. 


iperinte cle t rie ! n the com} 
perat il factory it losept \ddario ind ir est t i! 
! have ood mua te ince plant located it G svastem 
tem eration, Such a ten \ve iw has 115) trucks na ire 


tor the 115 trucks op yurage building 
the Coca-Cola Bottling ‘Both garages use the same mail The Coca-Cola Bottling Comy 
S Ompar f Philadelphia in its new tenance system which has been keep f Philadelphia’s garage start 
‘ } +} + 
Nit ruck that ng our truck fleet in satisfactory maintenance scheaute ! 
erate fron t original opearting condition for vears. The us y. There ar pel 
| vstem described here 1s in. The first one is the gassing ¢ it 
We } two bottling plants tine of new garage which. has very trucks when they 
‘ ilmost twice as many trucks as the their routes every das 
7 
The new garage building. The gas pumps are at the en Maintenance in action—a truck being serviced in one of 
° trance. and incoming trucks are checked at this point the fully equipped, well-lighted “grease” booths 
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\ \ 
a Garage Has Two Gas Periods 


* 
after 3 P.M. and con 
about 6:30 P.M. Com- | 
y in at staggered periods per 
mits the employee that 
trucks, time to check on them to - ; 
see if there are anv visible damages 
The next gussing is done in the 
morning. And this is for trucks that + 
belong to the vending division ot | | 
this company, the extra trucks, and’ --+ 
those belonging to the advertising 
ind other divisions 
‘We gas up trucks that go out + 
« on route deliveries when they come | i | 
in off their routes,” explains Mr + + 
Addario, “so that they are ready | | 
to go out the next morning without | | t 
delay The other trucks are gassed 
in the morning as they are smaller 
ones and thev have more time be $ Fig. 1 4 
fore yvoing out In addition. this 
r system allows us sufficient time to q 
: yas our entire fleet without rush 
ing the day's deliveries to their The duplicate of this repair ordet 
- Ing our gas attendant and he can . 
: trucks.” is vellow, the original is white 
check incoming trucks for possible 
a These orders are placed in a box 
aqaamayes . 
| Drivers Make Up Repair Orders at the cashier’s cage when the 
\s trucks are driven to the gas 
e As drivers bring in their trucks drivers deposit their day's colle 
pumps located at the entrance to . 
thev must fill out repair orders it tions and are picked up at various 
the garage the attendant fills the 
. duplicate if they noticed anything intervals by the garage foreman 
tanks and fills in a gas sheet that ; : 
damaged or not operating satis “We have a stagyvered shift of 
has SIX columns tor necessary in 
a factorily during driving mechanics and helpers in our garage 
formatior These columns read 
Vehicle Repair Orders (see so that repairs and work can be 
Truck Number rime Route and ‘ 
list the following information that done on trucks when thev are not 
Dept Gals. of Gas Driver é 
is filled in by drivers in operation. If any truck needs 
Speedometer reading (see Fig. 1 pa ” { 
' Trouble with the vehicle — time more than a few hours work Mr “f 
le Pas ndant as twos n 
The i ittenda ha V it reported vehicle number purpose Addario explains, “we just assigr 
sheets. The first on starts with : 
t rt ! ne tar ith used speedometer reading de a different one to that driver for the a 
truck number p to 96 ‘hen 
Phe partment —operator’s name next day's deliveries 
i second sheet starts with 97 and i 
yoes to 192 although the number 
truck n this fleet doesn't ye 
that higl The Philadelphia Coca-Cola Battling Co 
The first sheet is apy licuble to the 
part of the fleet that gasses ip) it 
the afternoon and the second to : . 
the morning sectior On the back 
of the first sheet is the vas man’s 
report. Here he inserts the d: 
meter readings and inv re 
marks cerning damayes to 
tr 
The gas man circles every truck 
that comes up to his pumps to see 
{ there are any visible damage “ 
not reported by the drivers,” says 
Mr. Addario. “As our drivers know ; } 
this, they are careful to turn in Fig. 2 
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CASES \ 
\ 
SOFT 


River Raisin soft drink 

cases are designed to “TAKE 
IT’. They are strong 

and durable—ROUGH and 
TOUGH. You get 

maximum trippage—more 
RETURNS for your 

money. Call on the RR 
Creative Department 

when you have container 


problems. 


RIVER RAISIN PAPER COMPANY, Monroe, Michigan 

CORRUGATED AND SOLID FIBRE SHIPPING CONTAINERS 

PACKING MATERIALS © FIBRE BOARDS * CORRUGATING STRAW 
ONE CALL FOR ALL—DIMENSIONAL DISPLAYS 


DRINKS / 
| GINGER ALE 
3 5 = 
: 
Se 
3 
J 
| | De | 
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The mechanics and helpers. re rr _ ~*~ ometer reading at the time, and the 


r work at 3 P.M. and remai: 3986 date is record dona regular garage 
until 11:30 P.M. During the early Pe Canes ticket. The original goes into that 
hours of the day there is a skeletor —— specific truck’s folder in the garage 
crew. The main crew consists of file and the duplicate, which is on a 


Schedule B 1000 Miles cardboard, is attached to the steer 


Ne TR 


The original of the repair order ing column 
is placed in the garage office and po — The oil and lubrication checker 
the duplicate is given to the mech DATE MILEAGE UC Ne | examines the cardboard ticket on 
anic assigned to the truck repairs work was the steering column every day to 
\fter he is finished with his par roaring — | determine if the truck has passed 
ticular job he enters the following ——— * | 1000 miles or has covered 60 days 
information of the back of this - ICA If so, he changes the oil and lubri 
duplicate | cates it and makes out a new dupli 

Parts used number of parts ere “ } cate ticket. The original goes to the 
issued by ob started — finished ——s yarage office and the cardboard 
total work time his name : ei | duplicate is attached to the steering 
counter signature foren Ther , column discarding the old one 
he brings it into the office | | The third check is made by an 

This information is copied onto other attendant that checks the air 
the original copy and as each em in the tires, fills the battery wit ; 
plovee works on a weekly basis. a | water and makes whatever minor ‘ 
pro-rata labor cost is estimated as adjustments he feels necessary. This 
well as cost of parts used This is | | may include re plac ng battery 
entered on both copies, the original LUBRICATION MAN SIGN | cables, replacing bulbs, fixing tail 
remaining in the garage office and lights and other small jobs 
the duplicate going to the plant —— = Every time a truck is washed, the i 
flice Fig. 3 attendant fills out a wash ticket 

We have a folder in our files for Fig. 4 This ticket lists other 
every truck in our garage.” relate haven't been reported by the drive items that he checks while washing 
Mr. Addario, “and any information or gas attendant and includes the following: Truck 
pertinent to any truck is placed in \s every truck is lubricated every washing — motor washing — check 
that folder. And these repair ordet 1000 miles and oil changed at this ing glass cab hardware spring 
are filed likewise.” time or within 60 days, whichever lights horn windshield) wipet 

comes first, the oil and lubrication He then puts in the time he started 
Trucks Checked Three Times checkers can determine this by look and finished a particular job 
ing at a lubrication and oil change “While our wash man is doing 

All trucks this fleet are checked ticket that is attached to each this Job, he can also check all the 
three times. First, it is checked for truck’s steering column (Fig. 3 other points as listed on his wast 
dumages hv the gas attendant. , When trucks are lubricated or ticket,”” Myr Addario bring out 
Cher vhen it has been parked it have their oil changed the speed “which he can either do himself o1 


s proper location, it is checked by 


the oil and lubrication checker 


truck he 


sheet that ha 


TRUCK FINISH 


WASHING TRUCK 


WASHING MOTOR 


CHECK GLASS 


CAB HARDWARI 


SPRINGS 


LIGHTS 


columns if f HORN 


WINDSHIELD WIPER 


SIGNED 


Fig. 4 


| 
4 
i 
¥ 
4 
4 
Going from truck t 
DATE 19 
four columns. The first column has 4 
ruck number, the next quarts of - - jee 
the nird is headed lubrica 
thie ut. in hended 
vash.” Th sheet lists all the | yt 
ul th 
. 
rucks he garage and he marl 
| 
has been added and places check — ae 
n n the x t ane 
On the back of this sheet is a eee 
remarks” section. Th = 
i t i i ‘ 
Oricatior yrites il 
lamages noticed on the truck that ae 
195¢ 
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Attract More Hi Use Color | 5 
Attentionto for Added | 
Your Brand Distinction 


theyre niffy 7 


GLENSHAW GLASS co. 
GLENSHAW, pa. 
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oreman ‘ ‘This system prevents our road a glass like a picture 


attended to men from staying out more igures being changed 
vho it mav be Is necessary to get the stalled \ ings are Truck Number dat 


relates Mr. Addario, 


also gives us a complete record of 


started,” 


chased —tire size manutact 


otices 4 damage 


number engine number 


the happening to the truck stuck tonnave cases 


numbel 
scheduled ‘t} nro on the road. When the mechanic ity license tag number 


ticket, we immedi 


csorn 
are several occa 
avent repair ordet 

information is needed, 
permanent record 


Addario says, “and rather thar 

to check through files of pay 
work, we always keep this 
up-to-date. In this way, anyone 
all in the garage can ascertain any 
of this information by checking 
ge maintain this chart 
ntory 


bindey Large shee 


Modern Equipment 


The new garage is const! 


essary information and data so that 


Mr. Addario knows 


brick and cement flooring 


many parts 


s tw ash r: Sag ASE AY 
he had received and how many have vd o wash racks, a grease ra 


aint spray booths and a special 


rawt 
heavy duty work 


As the binder is opened one sheet 
With a heavy duty hoist 
faces the other so that receiving 
A-COLa yarayve is brilliantly illumin 
ind withdrawals of parts fa é 


ted and 


TRUCK ROAD REPORT 1 
uce oR propel housekeeping keeps 


maculately clean. Mr. Addario 


it is Just as Important 


re lists the 


other, 1\ 
follow) 7 data Order 
number company 


t yarage in condition 


cket number — material num 
is his trucks. For this reasor 


ae scriptior 


quantity 


der number 


Time issued 


description 


fore closing time every evening 


makes certain that the 


approved by cleaned ip, toois put away in thei 
places and the racks and boot! 
recelvil sheet te 

for servicing straightened 
ordered a pa i 
ordered 


company it w: 

more information,” 
Addario, “while the 
sheet tells us exactly 


aken trom stock, by 


absence 


obtair 


needed 


Mr. Addario checks the wall chart 
to ascertain some information con- 
cerning some of the company’s 
trucks. 


has been filled in it is covered 


3 
4 
it cun be properls head 
"hs 
Regardless of e pul 
4 a truck, it must be reported on the ee a tith BE: 
2 
of the r 
If any truck should become stuck 
it is hiled 
on the road, the driver "phones it 
: and a record of it Is made on a eis 
| combination office report and mech Maintains eee 
<3 anics report form. As the call comes i 
1 in the office report side is used Phe gari ks 
ind the following informatior yiver parts imnve 
‘ ‘6 
by the driver truck numbet headed “with ae 
phone where calling—name drawals” on one side and “receiy 
if tior possible trouble. The date ing” on the other gives all the nec : 4 
time of call and signature of perso! SC a 
wecepting the call is also filled ir 
Fig. 5 
rhe licket is handed to the yrarave bee! | - 
juipped 
e entire 
= t im 
| 
thit to keep 
ery is it 
5 
be 
repair on 
f old is 
issued 
“The 4 
for wha 
>: 
ind muct < 
‘ vhom and who gave it to him and 
Fig. 5 ill the other data. With these two 
record sheets always being kept up 
to-date we nave a pretty accurate 4} di 
foren vho a ns a mechanic a 
eV He Ks i Service ruch 
to the garage he fills out the follow ords Mr. Addario has a wall chart : Coren To * 
rt ter ted n the mechanie’'s that wives the descriptions of every = 
eport e of the ticket. Time out vehicle maintained by this garage uy 
rrived time it so that during his the next 
emarks n authority can any in 
ed, the mileage when he left This chart is columnarized with ae 
n i the tota Milieupe the followit headings and it 
4, 


Since its introduction 
in 1930, 7-Up has made 
a national sales gain 
every single year! 
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THE SEVEN-UP COMPANY 
St. Louis, Missouri 
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Distinguished members 
added to PURECO’S 


REGULATOR FAMILY 


1. Pureco No. 8775. This single-stage line regulator was designed to meet the 
special requirements of low-pressure bulk supply systems where large volumes of 
CO. are used. It also can be used in conjunction with other Pureco regulators in 


multiple heavy-flow low-pressure systems. No heater is needed. 


2. Pureco No. 8815. This is a two-stage type regulator. It requires a heater, and 


was designed to handle large CO. volumes from high-pressure supply systems. 
The unique feature of a two-stage regulator is its compensation for drops in supply 
pressure, assuring a constant nonfluctuating flow of CO. from start to finish of the 


cylinder. Thus, once the working pressure is set, no further regulator attention 
is necessary. 


In design, materials, and workmanship, these new regulators conform to the 
same high standards which have characterized all Pureco CO, apparatus for 


decades. 


For more information about Nos. 8775 and 8815, together with Pureco’s com- 
plete line of regulators for bottling plants and laboratories, cup vending machines 
and soda fountains, fill in the coupon below. It will bring you a copy of Pureco’s 
new catalog ... “Regulators for Every Carbon Dioxide Need.” 
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INVESTIGATE NOW 


These Zephyr Advantages 


Zephyr Bodies are av ailable 
ISSE d or knocked-down 


for shipment everywhere 


lt doesn’t take a CPA to tell you that a 
500 to !000 |b. reduction in the body 
weight of delivery equipment can mean 
tremendous economy in delivery costs and 
upkeep. That is the success secret of 
Zephyr lightweight bodies. 


Zephyr bodies 


modern engineering 


are an achievement in 
the result of a pat- 
ented design of construction developed by 


Specialty engineers. 


Zephyr Bodies are made of hi-tensile steels, 
electrically welded throughout, giving them 
Their 


Slide Rail Open Rack construction permits 


unsurpassed strength and rigidity. 


easy loading and unloading, avoids bottle 
breakage and insures the maximum payload 


per driver -salesman. 


Less weight means savings in gasoline, in 
oil, in tire wear--on upkeep and mainten- 
for the entire life of the equipment. 
Less weight also means Zephyr Bodies 


last longer. 


ance 


Investigate Now! Write Us for Further 
Information. 


SPECIALTY BODIES 
FOR PALLETIZED HANDLING 


sre setting new records of efficiency and 

economy for many leading bottlers. If you are 

sidering palletizing get the facts about 
Zephyr Palletized Bodies 


ZEPHYR BODIES 


SPECIALTY ENGINEERING CO., Allegheny & Trenton Aves., Phila. 34, Pa. 
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DELIGHTFUL 
SURPRISE 


If you haven't tasted that sparkling tangy 
SUN CREST flavor .. . or looked at the 
distinctive, eye-appealing SUN CREST bot- 
tle... or seen the bright, big new line of 
SUN CREST sales aids .. . or talked to one 
of our SUN CREST bottlers . . . you're in 


for some pleasant and delightful surprises. 


Better start tasting, looking and talking to- 


day. You can still get ready for big SUN 
CREST volume in "50, 


NATIONAL NuGRAPE 
COMPANY 


: 
WEISS GS < >= 
| | 
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PEPSI-COLA + HIRES ROOT BEER 


GRAPETTE 


FROSTIE MISSION DRY" « MASON’S ROOT BEER 


CLICQUOT CLUB 


BIRELEY’S WHISTLE NESBI 


NU-GRAPE MFASHIONED 


PEPSI-COLA 


MA‘S ROOT | PACK AGE 
vats YOUR DELICIOUS DRINK 
WITH A 


GRAPETTE 


MISSION 


MASON’S RO 


CLICQUOT C 


WHISTLE 


O-SO-GRAPE Quality Brockway Beverage bottles 
with colorful permanent 
applied color labels (ACL), 


NU-GRAPE 

and the smooth Temperglaze finish. i 


PEPSI-COLA 


GRAPETTE NEHI e FROSTIE MISSION DRY MAS¢ 


RED ROCK « CLICQUOT CLUB BIRELEY’'S WHISTLE 


ot 


eRocKWAY GLASS 


COMPANY: 
BROCKWAY, 


incorPror 
PA. 


EVERAGES 


BEER CARB NATED B 
TICAL FOODS 


»HARMACLU 
RIPTION PROPRIETARY PH 
PRESL 


WHATEVER YOU PACKAGE FOR SALE 


IN GLASS CONTAINERS...BUY BROCKWAY FOR QUALITY 
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Technical 
Advice in 

Practical Form 
for Bottlers 


ON THE BOTTLING LINE a bottler adjusts 
hus syruper to the correet throw for running 
z a different size bottle. He is using a “Throw 
from Hurty-Peek’s Helpful Servier Bul- 


letin No. 9 Such helpful advice and assistance 


about throws. beverages. flavors. syrup making 
and bottling formulas are available for the ask- 


ing—without cost. 


IN THE SYRUP ROOM a bottler de 
termines the correet: amount of Ben- 
zoate of Soda for his next bateh. He is 
shown using the chart in Llurty-Peck’s 
Bulletin No. 6. Such eal- 


culations are made easy by the publi- 


“Benzoate 


cations written by Hlurty-Peek’s staff 
of skilled and ~peeral trained experts, 


HURTY-PECK & COMPANY 


Makers of Quality ‘‘Superb’’ Flavors 
Indianapolis 7, Ind. Santa Ana, Calif. 


A BOTTLER DISCUSSES plant danger 
spots with his foreman to prevent pos 
sibilities of spoilage. He is pointing to 
the diagram on page 18 of Hurty-Peck's 
“Bottlers Prepare” Bulletin No. 8. 
This reliable information. written) in 
easy -to-understand. non-technical lan- 
vuage. can be put to practical use in 


plant Tow, 


WRITE FOR ANY OF THE 
FREE HELPFUL SERVICE PUBLICATIONS 
LISTED BELOW 


Pour Throw lal wal 

rl 
} 
| Hulletin Ne. ¢ / Soda 

roative 

| 

Bea Prepa 

Room la Wall Chart bors 
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MARKET FACTS GRAND RAPIDS, MICH. 
| Total bottling plants (includes three distributing 
| only) 4 12 
One-brand plants and distributors 3 G ND Ml 
. Plants producing private-label drinks 5 cou 
Trucks operated by bottlers (1941:45) December. a to 182% 
Total employes, Grand Rapids carbonated bev- 
erage industry winter 156, summer 261 ca ee 
Estimated beverage outlets in Kent County 2,600 peer oe 
| Population, Kent County (1948 estimate) 265.000 
| Total retail sales (1948 estimate) city of Grand thn 
Rapids $295,401,000 
Carbonated beverage sales in cases, Kent County e of its office), Grand R 
(N.B.G. estimate) 
1941 (prewar) 1,005,675 
1949 (approximately 12°. large sizes) 2.145.430 
1950 outlook 2.750.000 
Franchise brands marketed in Grand Rapids: Barq’s, Canada 
Dry, Clicquot Club, Coca-Cola, 4°.. Hires, Hi-Spot. Mason’‘s 
Root Beer, Mission, Nehi, Nesbitt’s, New Yorker, Orange rae ae 
Crush, O-So, Par-T-Pak, Pepsi-Cola, Richardson Root Beer, 
Royal Crown Cola, 7-Up, ‘76. Spur, Squirt. Upper 10. ty, too, v 
Vernor's. ( \ 
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Impressive Dossin’s plant on major highway is a giant billboard 


Plant runs no retail routes, sells output to distributors exclusively 


4 
Efficient equipment characterizes Grand Rapids Bottling Co., whose 
80 x 100 foot plant includes six enclosed loading docks and privats 
rail siding 


Newest Grand Rapids plant is O-So Grape Bottling Co. Modest 
building, effectively trimmed. is expected soon to be outgrown 


SL 
tions and backed up with adequate > 
hotel accommodations. It is almost 
equaily distant trom Chicayo and 
Detroit il hour bv three 
iours by deluxe t ns emot ) 
enough from these larger cities to | 
eng 190? 
Most people think of Grand Rap | 
third industry, outranked in prod ae i 
2 ind fe 1 \ltovether, there * 
thous olit he fla 
plant ( i-Cola. Pepsi-Cola re ren) 
Lt 
of indust rtually eve? - 
hott d Rapid (le 
the that the ton 1 = 
ire suit tarit more 
that tne tual fact Thu the 
John B. Folger came 1 
ind by 1 was pu 
Hist of Kent Count oe: 
Michigar iblished in ISR], re 
LLL LLL 
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| Wyandotte 


Wvandotte Seneca Flakes 
HW yvandotte ¢ 


Seneca Flakes 


Wyandotte Chemicals Corporation 


Wgandotte 


ES 
\ 500 BOTTLES: | 
AKES any B.W.c. 
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nt was “the 


is country.” 


Underwood Bottling Co.. is on principal north-south highway with 
large parking area and drive-in for food and beverage service 


Wonald . \ nam Western Michigan 
and Distributors 
t K. Duffy of 
John L. Vi 
is. treasurer 
been a meeting for two ve; 
seems unlikely that there will 
be one. Only John the treasurer 
worried about this, wondering 
the money he has 
was organized by Duffy 
ipal purpose of 
bottle deposits but 
com| lished and there is a comy lete 
lack of interest in the assoc¢ 


imony the local bottlers 


Bottle Deposits For Every Taste 


The deposit situation in 
Grand Rapids area is highls 


lar and apparently 


difference whatever! 
50 cents, based on 


cents for the 


Woodhouse Beverage Co. also does a good business selling and Woodhouse 
distributing beer 


this deposit 


Bis 
lates that Folger’s 
Hirst of its kind in thi 
ind adds that in the vear ot publi- ig 
7 cation, ginger ale became a second am 
; 5 
product The plant’s dollar volume 
igre is a methodical rentle = ~ 
it aside a piece of pape 
on te h the number “1.” Each 
ation, John wrote in his name wit} 
61 bv the time of his death in 191 
n cont ou SUCCESSIO! tor none 
+ 
ot the ther oO early bottlers are | 
now to he { d 
9 ind in busine This plant, managed by a 
Most of the bottlers in Grand Vossin (son of Walter J , 
ae Rapids— the seat of Kent County engaged in producing | i 
; ado their business within the 15 to ind does no selling wh _ 
25 mile mits of the county: and serves distributors in t | 
DY a Nhapy olncidence except at western part of Michiga 
tne nyes of the rea outside rea re rh] | 
ares ughiv & miles te 
bottler io not come nto this tight 100. miles to the soutt 
litt lon ne 
the ce i rhe foregoing state miles northward. The d J 
ment excepts t } 
me | he three distributors all come to the plant witl 
rt ed rand Pury le 1 
headquarte n Grand Rapid enicles for pickups, 
wr nmandle outside 1 jucts t\ 
‘ proaue Wi noted that ny applicable 
line production of this D i 
\nothe: iInique Situation niu that portion af f p 
Grand Rapids is the Dossin’s Food handled hy the local distribute; _ 
P lant } } 
roducts plant a branctl ye | 
re Pepsi-Cola i ottled have an association with an impres | 
4 
reyu 
makes no 
2-cent bottles 
‘ tite? . 3 ! A 
ou lifficulty But Jesbitt-Squirt 
‘ yet S100: three cents for each bot 1a 
cel r the shell. One of 
had been get 
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TO BE READ BY 


Leading Soft Drink Bottlers 


What a situation! 

Half the soft drink bottlers 
worrying about the sad condi- 
tion of the industry, and most of 
the rest in a “hang-on” frame of 
mind. The truth of the matter is 
if these people would look up 
to the leaders, whether big or 
small, they would see there's 
nothing to success but having a 
product of consistent high qual- 
ity...hard-hitting sales and mer 
chandising methods...and good 
business management. 


‘‘My Squirt business is bet- 
ter than ever,'’ said Lou Beal, 
President of L. Beal, Inc., Squirt 
Bottler in Sioux Falls, South Da- 
kota. “I've neve; had a worry 
about sales increases since I 
started bottling Squirt eight 
years ago. The bottlers who 
worry are those who won't slug 
it out...who button-up their 
imagination...and whose drink 
has the same uniformity of qual 
ity as little Johnny's lemonade. 


With Squirt I have an exclu- 
sive formula that produces con 
sistent high quality...I have 
sharp, hard-punching sales, 
merchandising and advertising 
help...and it all pays off.” 


1949 


1938 


“In 1949 my Squirt sales vol- 
ume was up 23.4°. over 1948... 
distribution was up better than 
14.7°.. and best of all—my 
profits were up in 1949, too. 
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Every year my Squirt sales vol- 
ume keeps going up. Not only 
because of the new customers 
who try Squirt...like it...and 
buy it again... but because there 
are hundreds of people who 
come into my territory from other 
locations where they have been 
enthusiastic Squirt users. I've 
talked to other Squirt Bottlers 
and they've discovered the same 
thing. With Squirt consumers 
moving around the country like 
that, any bottler who takes on 
Squirt should find a big, ready- 
made market of Squirt users to 
get him started with consider- 
able volume.” 


Lov Beal bottles Squirt in 


In market after market 
throughout America the con- 
sumer has instantly accepted 
Squirt. That’s why in eleven 
short years The Squirt Company 
has grown to be a leader in the 
industry. Squirt has always been 
backed by keen generalship in 
sales plans, merchandising and 
hard-selling advertising; the 


THE SQUIRT COMPANY 


202 South Hamilton Drive 
Beverly Hills, California 


business integrity of the com- 
pany has helped move it into 
1950 in the strongest financial 
position of its history. 


A Squirt Bottling Franchise 
is a guarantee of continued se- 
curity...of leadership backing 
in merchandising and advertis- 
ing...the elements you need to 
build permanent sales volume 
and substantial profits, year 
after year. , 


his plant at Sioux Falls, South Dakota 


Write The Squirt Company 
today for complete informa- 
tion on a “Profit-Rated” Squirt 
Bottling Franchise. 
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Martin Van Houtum (left) shows his son John one 


ugs used , John B. Folger about 1855 


Pepsi-Cola distributor Theo. A. Ruedisueli has six trucks. including 
th 


hese two transport leviathans for hauling in stocks. 


~ 
sturted in with a $1 deposit, felt it _ 
desirable to reduce to 75 cents. and 
ow thinks it wouldn't have hurt 
inters beverages has a 12-bottle 
t { ni 1 * 
Labor Situation Is Good 
Oldest bott!e! 
hor \ With the thu ttlers \ mn rade iveruve nee } ‘ 
eN ryt Woodhouse Bevey Overg ‘ ! ot = 
ClO. Production Soars 
\ ( To the N.B.G tin tr i 
tie hiorn thik ‘ | 
prod fia Grand Rapid 
| tling plants for 1949 was appr ee 
a hout 12°, was large 
m ome of the newe int 
turaily, may double tt output 
itso the ombined estimate or & 
ope’ puts this vear’s figure at 
close to 2.750.000 case 
\djusting the product ! 
fo the primary Grand Rapids mat ee 
fe j Al 
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Two Smash 


All Year Round 
VIN-VIE 


The distinctive Imitation Grape Extract. 


Blended with skill born of four generations of 


experience. 


SOUTH SEAS 


A tip-top, delicious, full-bodied blend of fruity 


flavors ... truly refreshing in every sense of 
the word. 
Quality in Flavor 
Since 1835 
Like all Virginia Dare products it’s outstanding 


Vin-Vie and well-known South Seas are dis- 


tinguished for uniformity, flavor and aroma 


4 
(ys 
iw = 
. 
~ 
G EXTRACT COMPANY, Inc. 
Bush Terminal No. 10, Brooklyn 32,N.Y. 
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ket of Kent County, by deducting 
sales and shipments outside of this 
area and adding the county volume 
of the three distributors, N.B.G 


estimates that Kent County con 


sumption of carbonated beverages 
in 1949 was about 2,145,430 cases 
This volume s shared by nine : 
i | nts--one of which was opened 
: during the war, and two in the post 
War period and three distributors 
one of hom ctually a ware 
t ise branch ot a bottler in nearby 
Ho! d, Mict 
The Tio! ot Kent int 
irrent estimated t 
people 1 it computed that 
here tet of close 1 
everape outlets ! Kind 
Vendor Picture Typical 
As ‘ hines the 
(71 R ( tu or n il 
t noth ( vith then 
hers ¢ erimenta el 
‘ 1 hhote ‘ ! 
neratio ourt} 
re ttler have reasonable nun 
( othe tior ‘ 
ort more ‘ locutior 
< \ } ottler | i iar 
erat cu ors the 
Merchandising Is Aggressive 
BEER sae WINE 


'@ TAKE 


\ oe ‘ 
Kprecte t Top--Good retail displays include many wire racks. This multiple 
etaile whe , P showing is at Madison Square Beer store, backed up by shelf 
, , stocks, Other advertising includes window displays installed by 
professional displaymen (center) and the painted windows which 
t ire @ premotional device used by several Grand Rapids bottlers 
Orie The neat design (bottom) is a typical example of such creditabl« 


WworKk 


| 
‘ — 
Grand Rapid Bottlis ( 
‘ ! ad engage lispla 
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the gentle lift that babies bottled goods and 


With speedy Towmotor Mass Handling of bottled 


gooa 
thousands of cases are handled every week 


in 50-case 
with breakage eliminated. Production lines are kept sup 
-d with raw materials, and finished products move quickly 
srorage c areas Veriveries are speecead 


1ded in 5 MINUTES, and m 


saving operation. Wareh« 


ove out q 


oads of bottled goods and all raw materials 


ng high with complete safety the 
omplete details of cost-cutting Towmotor 
day for Certified 


24 
Viv. Lad 


Representatives in all prir 


ASK TO SEE ‘THE ONE MAN GANG.” Towmotor 30-minute sound 
movie on modern materials handling; shown to top executives 
in your own office. No obligation. Write for details 


FORK LIFT TRUCKS 
TOWMOTOR 


if 

; 
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moved in May, 1949 


; 
service 1 stall several windows of Ernest W. Proud, who is th 
wee} roceryv, drug and othe) wtive manaver, and Edwin H. Har 3 
Vpes ‘ sen Who owns Quality Beverave 
ye rit 
dist ewise uses windows menced bottling in August, 1949 
regula onsistently, backing Prior to that, since Apt 1948 
! e} 
a ipplied from the Muskevo t 
4 Muskegon -pla bee 
‘ Pur-T-Pak quart fou ms Root Beer in) 10-ounce ‘ Blat a 
; this met} <traordinarilvy su Ihe tter brand is going out to the G os 
; ess! mping ime trade in sparkling metal she n ‘ inder 
\ September Grand Rapid Mr. Proud re same 
Ves tt-S rt s one of evera ort that 1949 ht him ce ble 
‘ 
= ad hap nit Similar genes 
M.S tartled Grand Ray This firn estal hed Mare} time 
- 
ds at the « f last vear wit 194% su partners! of Henry I “« 
tis ; ee) Ma BKeltn the mul ad cost 
Root Bee Gene cere \dria Klasse owner of 
page newspape? d City Bott Work n H 
iInded 4 
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The inder the High private la 
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ich and ullet loading ‘ 
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double capacity betore the owned bv energeti Theodore \ Ruedisueli now eMplovs SIX sales 
Balish did most of his business o1 Ruedisueli, started to serve Kent men and keeps them happy with a 
private brands, but these have beer County in 1937. At that time, su] continuous bonus © plan Eack 
entire discontinued f ! plie ere coming from Detroit month's quota is 80 of the same 
iw Hires Root Bee ( quot Club, 4 but 1941 Dossin’s Grand Rapids month’s sales last veat nd eact 
ind four M on flavor plant Was opened, making things case sold over quota earns an extra 
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Salesman 


TO WORK FOR YOU...! 


PELCO sanitary, dry-type electric 
beverage coolers are gleaming 
super-salesmen! Put them to 


work for you to boost your 


beverage consumption. De- 
pendable, fast-chilling PELCO 
coolers are available NOW in 
authentic franchised colors. 


TRS | | 
Model N 510-€ = 


. 


Sanitary, Lup Ip Electric 


PRODUCTS OF 


REFRIGERATION DIVISION 


PORTABLE ELEVATOR MANUFACTURING CO. 
BLOOMINGTON 6, ILLINOIS 


Form No. PI2—75M—1/50 Printed in U.S.A 


Huge capacity 7M. cooler. over condensing unit, each 14”, four 
Outside dimensions: Length 84”; 


SODIUM 
BENZOATE 
FLAKES 4 


GINGER ALE 
EXTRACTS 


Are known thruout the globe for 
their matchless taste! 


DeLisser Ginger House" has 
flavor, tang and quality which is 
superior to the widely advertised, 
popular brands. For a convincer, 
order a trial gallon of any of these 


outstanding Gingers. “4 


Pale Dry & Golden 
2 Oz. Pale Dry 
No. 1828 — 2 Oz. & 4 Oz. 


7 FULL LINE OF SODA WATER FLAVORS 
7 WRITE FOR SAMPLES & PRICES 


easier to use 


Many bottlers and makers 
of fountain syrups preter 
Monsanto Sodium Benzoate 
Flakes for the ease with 


which they are apphed 


Monsanto produces sodium 
benzoate, ULS.P., in two forms 

flakes and powder, assay 
ing 99.505. purity 


For quotations and samples of 
Monsanto Sodium Benzoate 
and for free literature, mail 
the coupon or contact the near 
est Monsanto Sales Office 
MONSANTO CHEMICAL 
COMPANY, Organic Chem 
icals Division, 1741-B South 
Second St., St. Louis 4, Mo 


DISTRICT SALES OFFICES: Ker 


mingham, Boston, Charlotte, Chicago 

Cw lar Deter Hous 

tor rk, Philadel 

phi Por 1, Franciseo 

Seattle In Canada, Monsanto (Can 


Hvgeia— Bowden Single 
Valve Water Filter is a rapid 
flow type and removes sus 
pended matter, turbidity, 
chlorine, iron, taste, odor 


and discol 


oration 
These filters produce the 
cCical sparkling wat essen 


tial to good flavor, uniform 


quality and better beverages 


They are available in various 


Sizes ind capacities 

HEMICA MPANY 

Ask for further information 

A, Miss . 

Bowden Single Valve on these used 
e and a 4 

Water Filter in bottling plants 
Hyceta also makes the Lynn Self-Cleaning tle 

Stone Filter used in Bottling Plants ; 


3430 DENTON AVE. ~— DETROIT 11, MICH. 


SERVING INDUSTRY WHICH SERVES MANKIND 
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ABOUT WET-PROOF 


LABELING GUMS 


let's talk facts, not fancy. We've fully production-proved 


a casein-base labeling gum that's really uniform 
s more than wet-proof. It will withstand tepid water 
(70°F) less than 5 minutes after the bottles come off the line, 
and w produce a tearing bond after 2 weeks immersion! 
yields terrific mileage. Only a thin film is required 
for efficient operation. Actual production figures show 
that more than 2,000,000 bottles can be labeled front and 
neck with one fifty gallon drum 


assures uninterrupted operation 


It ichine eanly. No webbing, smearing, wiping 
It permits immediate nesting. Fast tacking prevents label 
ppage. It is versatile. Equally efficient on warm or 
vet bottle mooth or stippled surfaces; odd. shaped 
tainers, heavy or varying stocks and foil 
W an easily prove to you as we have 
ilready ved ft 1 great many bottlers 
that any type f labeling that must 
withstand wet hand ndensate refrigeration 
rin yest be done with IMPERVO 44 
A \ JEW YORK 641 So 
N A 11CAG( 2. 735 Battery St 
RA tt the 
A tea 
MONTRE ENGLAB 
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ADHESIVES 


EVERY TYPE OF ADRESIVE 


FOR 


EVERY 


INDUSTRIAL 


USE 
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FLAVOR 


| right from California’s sunny groves... 


TTLERS GE 


EMC 


B 
BOTTLERS L 


Bottle profitably what the consumer Always sold in cans to seal in the 
wants to buy—America’s favorite flavor unul you use them 
orange and lemon drinks, made 


with Exchange fruit juice bases 


CALIFORNIA 
FRUIT GROWERS EXCHANGE 


Products Department, Ontario, California 


400 West Madison Street, Chicago 6, Illinois ? JUICES 7 
99 Hudson Street, New York 13,N. Y. 7 
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IMITATION 
(CHERRY SODA 


PARTPAR 
SPARKLING 


NEH| CORPORATION - COLUMBUS, GEORGIA 
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MILLER HYDRO CO. 


of MILLER HYORG BOTTLE WASHERS MILLER CASE PACKERS fp) Bacubridge. Georgia 


MILLER BOTTLE CONVEYORS «MILLER MENDALL MIZERS MILLER INSPECTION 


MILLER FLUORESCENT INSPECTORS 


CO 


4 
> >, ‘ 
MILLER HYDRO HAS ITS SUPERIOR a 
35 YEARS OF SERVICE 
j 
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come from sopelaiae OUR customers with the profit- 
able returnable glass containers THEIR customers prefer. 
LIBERTY. 
Your 
BEST 
BOTTLE 


Laity FLAME 


=POL 


So / GLASS CONT, 
ZING IN 
SINCE 1918 


ISH: 


Chicago, w be a cand te f 
Congress the Repul 
Up Bott Company of Bav Citys ( ew. 
lent of the local Chamber of Con N. J has been reelected 1 
merce of the Newark Contre the ¢ 
( P int S iperinte trollers Inst tute ot Ame) 
tof the Coca-Cola Bottling Con 1.7. Barn Ce] ent 
} \ | OS era “ile Nit yer 
ernved al iward tor 24 vears Club Co M 
Cor Beve H 
Service Wit! the 1torementioned centiv. completed il exte 
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iy rn Timothy P. Sheehan, pres throughout the Midwest and Pacifi 
} \ 
ent of Silverbrook Beveraye Co (oust 
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kK} Sparkling bottles glistening bottles brighter 


boules are yours with Solvay ANCHOR ALKALI, because 


ANCHOR ALKALT 1s designed especially for bottle wash 


ing. In addition to thorough cleaning and positive 


Sterilization, ANCHOR ALKALE provides an extra advan 


lage—superior rinsing. It ts rinsed easily, quickly, thor- 


oughly . leaving bowles clear and gliste ning, 


free from specks, spots and dulling film. Made 


by Solvay -ANCHOR is a quality product 


you can depend on for your boule washing 


Operations, 


NSER 


SOLVAY SALES DIVISION 


ALLIED CHEMICAL & DYE RPORATION 


40 Rector Street, New York 6,N ¥ 


BRANCH SALES OFFICES 
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Contributes to the quality 
of your products 


on 
Puritose’ 
CORN SYRUP 


RG NY; 

s Gar 


\\\ 
x< 


BOTTLERS discover that more flavor “con 
through” when Cerelose is used the syrup 
blending. Naturally for Cerelose is dextrose 


Fulltechnical service, no obligation 
CORN PRODUCTS REFINING COMPANY. 17 BATTERY PLACE. NEW VORK £.N. ¥. 
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Or, 
'NING co 
yy, a natural sugar found mature. well-ripened. 
: flavorful fruits. bor a “high conversion” corn 
A reliable source Of Clorn Products offer 
York. vou full technical service. without obligation 


NATURALLY... 
AND SO DO 
EXTRA SALES 


BEVERAGE 
COOLER! 


Yes! Wherever there’s action 
there’s thirst! And when your 
beverages are displayed in 
this new and attractive Kel 
vinator Cooler, folks will nat 
urally select: your product. 
They know that your brand 
. cooled by Kelvinator... 
is a thirst-quenching combr- 
nation that’s hard to beat 
Kelvinator is tops with deal- ; 
ers everywhere for clinching 
sales at the point of pure hase 
for performing with high 
efliciency. Price surpris 
ingly low. Maul coupon | 
low for complete information 
Kelvinator, Dis isionol Nash- 
Kelvinator Corp.. Detroit 
2. Michiean 


Beverage Cooler Department, Nash ConponaTion 
14230 Plymouth Koad, Detroit 32, Michigan 


Please send me formation on the new Kelvinator Beverage 
Cooler, Also send me without cost of oblhgatoon your dlustrated booklet “ Bottlers 
Cut out coupon. Paste g information on how to sell, service, and finance my 


on penny postcord and 
mail today! 


Mail this coupon today 


and receive by return mail 


this booklet crammed full 


STREET ADDRES 
of valuable information on 


how to sell, service and 


finance your own ler 


Program 
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You'll lower your costs and boost your profits by 
using Thatcher WEDG-WALL Beverage Bottles 


Here’s why: 
WEDG-WALL Bottles are built to resist breakage 


inside your plant and out on the route Tough 
wedge-shaped walls stand up under shocks and 
Strains in transit and, most important, in your 
wholesale and retail outlets. More trips mean 


les cost for each WEDG W ALL Bottle you buy. 


Boost your profits with WEDG-WALL Bottles by 
Thatcher. Order them today. If interested in an 
exclusive private-mold bottle request the 
Thatcher representative to discuss design details 
with you personally Write, wire or phone 
Thatcher Glass Manufacturing Company Inc 

Elmira, N. Y. 
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Routinize Your Quality Control 


A concise guide to quality control to help 
bottlers with their production problems. 


by DAVID L. SLOAN, Jr., 
Director, Contro! Division, 


The Charles E. Hires Co 


Watch The Filters 
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PREFERRED COIN COOLERS 


FULLY AUTOMATIC 


a 
EFL @¢ COIN COOLERS 
rf 
MILLS INDUSTRIES, INCORPORATED, 4100 Fullerton Ave., Chicago 39, Illinois ; > 
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PACIFIC COAST ROUNDUP 


Plant News 
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NEW! DIFFER 


trial 144 gallon 


YOURS... ONL 


Zed Dea moud 


REGAL 
ROOT BE 


SAMPLE NEW REGAI AT OUR EXPENSE! 
You'll avree it's as mew as today as fresh as 
tomorrow! The creamuest the richest Root Beer 
Flavor you've ere? tasted! 

Yes. REGAL ROOT BEER is the newest offering 
of famous Red Diamond Laboratories. REGAL 1s 
actually a uw formula for Root Beer Concentrate 
Act now I REGAI help you develop big vear 


round Root Beer Sales 

Don't be satished with anything less than genuine 
Red Diamond REGAL ROOT BEER. Sample tt at 
our expense! Simply send $1.00 (to cover cost of 
packing and delivery) fora full 4, gallon Regal Root 
Beer 4 oz. concentrat enough for you to sampl 
vo custome! Watch sales soar! 

What's more Red Diamond Laboratories will 
make up THREE ready-to-drink bottles of this new, 
lifferent, delicious root beer for vou to sample FREE 
AC] PODAY so that your Red 

Diamond salesman can deliver new 

REGAL Root Beer to you fast. Just fill 

in the co pon ind mail 


LIQUID CARBONIC CORPORATION 


0 South Kedrie Avenue, Chicago 23, Ilinois 


is 


i 


Yes. Iw 


Beer! Sen 


Pnclosed 1s 


Root Beer 
Charge t« 
Nam 
Red Diamond 
Extracts 
INCLUDE: Almond, Bonona, Birch Beer, Cherry 
Chocolate, Cream Soda, Ginger Ale, Grape 
Imperial, Grapefruit, Lemon, Lime, Lime-Lemon 


Raspberry, Strawberry and Vanila 


Offer expires, Midr March 15, 1950 
Good only in Continental United States 


ght 


THE LIQUID CARBONIC CORPORATION 


3110 South Kedzie 


Avenue, Chicago 23, Mline 
int to try New Red Diamond REGAL Roat 
ne three finished drink samples 
$1.00 gallon Red Diamond REGAI 
OZ. CONCENtrate 
my accoun 
Posstion 
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IT’S A CLARK ELECT 
AND WHERE 


PROPERLY EMPLOYED, 
IT’S A MONEY-SAVER 


‘ Profitwise, it makes no difference You can CONSI 
to CLARK whether you choose with assurance f 
electric-powered or gas-powered pletely impartial advice 
fork-lift truck CLARK build i pecific need 

7 complete line of both. But profit unrivalled experience 
W it maké n important dif materials handling 

4 ference to by machines that 

a The benefits to be gained from leaders in their fielk 

: q mechanizing your materials han It will pay 

-_ dling are ire to be considerable dealer. There's one 

: under any circumstance, but they he equipped 

maximun nivy when vou oughly dependable 

: F use equipment t t is exact right nothingtoCONSl 

operation. By it doesn t oblig 
| { 
a 
4 T \ i 
CLARK 
| { 
the CLARI CLARE 


NOUSTRIAL TRUCK DIV COMPANY 


REPRESENTATIVE 


AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS I iN ‘STRATEGIC LOCATIONS 


RIC 2 na ct if] 
Anti-friction bearings, spiral-bevs the Re lu mi f 
: mers 
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Handling 


*offers a complete line of 
Certified Food Colors manufactured 
by a leader in the color field for 25 years 


Write us for Prices ard Detailed Information. 


SUBSIDIARY OF STERLING DRUG I 


VARICK STREET, NEW YORK 13, N. ¥ 
tke Shore Drive. Ch 


PACT 


filan Bos Bufa! hi K nd (Ore.), St. Louis 


WORLD’S LARGEST SUPPLIERS OF VANILLIN 
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A Natural Source Vanillin 


CONSTANT 
AVAILABILITY 


PURITY 


UNIFORM FLAVOR 
SOLUBILITY ries. 


EXQUISITE AROMA AND 
DELECTABLE TASTE 


Warehouse stocks: NEW YORK, CHICAGO, LOS ANGELES 
Shipments made DIRECT FROM FACTORY: ROTHSCHILD, WISCONSIN 


Additional stocks carried at: ATLANTA, DALLAS, PORTLAND (Ore.), RENSSELAER (¥. Y.), ST. LOUIS, SAN FRANCISCO for emergency deliveries. 
Specify Zimco Lignin Vanillin Consult your 
in your formula Write for descriptive folder Flavor Supplier 
INC. 


170 VARICK STREET, NEW YORK 13, N. Y. 
$45 Lake Shore Drive, Chicago Ul, Hl. 


WORLD’S LARGEST SUPPLIERS OF VANILLIN 
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Star Future 


VENDOR AND COOLER NEWS 


PLACEMENT © MERCHANDISING 
FINANCING MARKETS COSTS 


NEW MODELS ®@ SERVICING 


Mills Adds Guarantee 
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ee SAY SUPERVEND CUP 


DISPENSERS TRIPLE BEVERAGE SALES 


OPERATORS EVERYWHERE 


_ take on new life when SuperVends are 
installed. Sales volume .and profits increase. Serv 
icing costs go down. The public and location owners 


prefer SuperVends for the consistent high quality 


supenifend 


drinks they serve always properly mixed and 


carbonated alwaysicy cold. SuperVendsare steady, 
dependable profit-makers. 

The SuperVend three-flavor cup dispenser is not 
only considered the pace-setting engineering achieve- 
ment in the beverage vending field — but its sparkling 
and streamlined design make it the most beautiful. 
600-cup capacity. Refrigerated upper cabinet. Germi 
cidal lamp in vending compartment. 5c-10c 25c 


coin c hi anger, 


J  SUPERVENDS SELL MORE DRINKS AND MAKE } 
YOU MORE MONEY! 


©) EXCLUSIVE SUPERVEND FEATURES REDUCE 
SERVICING COSTS! 


“> SUPERVENDS ARE EASY TO FINANCE! ASK US 
FOR DETAILS! 


| 

; a 4 

2506 CEDAR SPRINGS AVENUE © DALLAS, TEXAS 


j \ t. Be 
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Vend Joe Louis Punch 5 


Coin Operated 
Crown Remover 


Varied Vendor Locales 


PAY BEFORE YOU OPEN 


Customers in this San An 
toni service station must 
1 Mé drop a nickel into the Pay 
} t Pul init before the oin 
. ontrolled cap remover will 
function. Attached to “man 
ial coolers device 
N. Y. Subway Drink reminds ustomers to pay 
Contract onal for their drinks 
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Place Dozen Units 
A Day 
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Control 


Coin Cooler 


zveneral Americ 


Markets 


New Bulk Machine 


Paramount Leans tc 
Cup Vending 
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YOUR YOUR 
TRADE MARK. TRADE MARK 
HERE HERE 
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VENDOMASTER SPECIFICATIONS 

A Two-Flaovor Vender 
otties ready for ale, 66 on each side 44 more 
e-sale cold storage 69 high, 4 wide 24 
weight 575 Ib 


The VENDMASTER IS— 


easy to service, because bottles slip into easy-to-fit storage racks. 
You can't make a mistake, and every bottle loaded is vended 


without a skip — 


easy to maintain, because every part is built as a separate 
component that can be removed ina matter of seconds — 


easy to pay for, because of liberal deferred payments 
available to qualified buyers, the cost is about 48c a 


day — 


easy to look at, because it is symmetrically design- 


ed. Its lines are pleasing, graceful, and all open- 
ings are recessed. 


613 RECTOR BUILDING 
LITTLE ROCK, ARKANSAS 


A NEW TWO-FLAVOR 


BOTTLE VENDING COOLER 


The Vendmaster is new on the market — but 
almost two years old to researchers, a few 
bottlers and to several thousand soft drink 
consumers who have participated in exten- 
sive field tests continuously conducted since 
1948 to develop it. This practically fool- 
proof, trouble-free vending cooler — the 
Vendmaster — is the result. It is now avail- 
able for you. 


ONLY ONE MOVING PART 


Only one moving part is used by Vendmaster to de- 
liver a bottle of cold refreshment — and this it does 
in just TWO SECONDS! This part is as simple as a 
child's tricycle — one wheel moves two, — and only 
a quarter turn delivers the bottle. 


A “PACKAGED” UNIT 


Every component in the Vendmaster is made into 
a complete package — and is removable for 
cleansing, servicing, or repair in a matter of 
seconds. The storage racks, the delivery 
mechanism, the coin mechanism, the 
electrical system, is built, is remov- 
able, is rep.aceable as a single, pack- 
aged unit to cut your service costs. 
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Coin Cooler Check nt 


NEW MULTI-FLAVOR 


Spotted 1 Ft. Wortt 
Bottling 
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American Builds Bottle 
& Cup Units 
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profits 


SOLDIER 


REG. U.S. PAT. OFF. 


‘ @ Low Case Cost 
@ Easy to Bottle 


Special Crown 


e PO.P. Advertising 


® Territories going fast! 


Write today. 


11 EAST HUBBARD STREET, CHICAGO 11, ILLINOIS 


march 


@ Use Your Own Bottles 


CITRUS PRODUCTS CO. 
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UNITED'S 1950 DURAMATIC CARRIERS 


*set up quickly save handling 
*have sturdy construction last longer 
*stack easily mass displays 
*precision cut automatic filling 
OD ARE READY To sHOW 


UNITED BOARD & CARTON CORPORATION 


P. O. BOX 1318, SYRACUSE, NEW YORK 


: 
S 
CG { 
a 
| | 
7 4q 
| 
a 
% 
| 
§ | | 
time-tested. Desianed and enaineered for mul} 
- q trip easy irrying. Easier stacking and filling by 
automatic machines. The 1950 DURAMATIC 
a the answer to ati your problems 
| 
, 1T PAYS TO PACKAGE WITH UNITED : 


Announcing-ALL NEW-ALL PROVED 


INTERNATIONAL TRUCKS 


Every model WUNY LITG to save you money! 


model offers new high standards of comfort and easy handling 


4 
| 
| 
| 
| 
| 
‘ 
Every 
‘ 
Ay 


Every new International Truck 
offers new improvements throughout ! 


Functional Styling Engine Accessibility Brake Systems 


Outdoor Visibility Valve-in-head engines Steel-flex Frames 


Comfo-Vision Cab Specialized Transmissions Load-balanced Wheelbases 
5 


Super-Maneuverability Rear Axles for any job Cradle-Action Springs 


Every model proved under 


actual operating conditions! 


Call or visit your International 
Truck Dealer or Branch 


+ 
OMPANY CHICAGO 


VESTER 
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Keep interest alive 


sales mountin 


, 
ors Oo onrestis - - LOIS O aires 
> to routine selling 
>. 
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Cliequot Club Company — Millis. Massachusettes 
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He’s Proud of His Job! 
Proud of His Produet! 


THE fine quality . . . the international reputation of Clicquot 
Club Ginger Ale and other beverages give salesmen and 
routemen unusual pride in the job they're doing. 


Such pride cannot help being reflected in increased sales. 
It is one of the many “plus values” in the Clicquot Club franchise. 


Some territories are open. 


Clicquot Club 


GUC KLEEK-O ) 


BEVERAGES 


ge trawberry herry Soda srape Soda 


daspberry 


} 
| | 
Ome 
| 
\ 
Clicquof 
a 
oA 
4 
| 
| 
| 
Pale je ger Ales Sporkliing Water 
Root Bee White Soda ream Sod Tom ns Miner Lime Rickey 
True Fruit ja 
; | Natior Rottler Gazette 


Steritizes Water Without Chlorination 

| Superior to Common Methods Now In Use 

| In Many Applications 


Hanovia Steritron Employs an ultraviolet source of high intensity 


lt offers a rapid method of sterilization for water 


These are the outstanding 
features of Hanovia 
mitest Steritron: 


Completely automatic 


Stainless steel throughout 


e Separate contro! unit 


Manual wiper device for inter 
nal cleaning 


moisture resistant oil im 
mersed transformer and controls 


© Designed for wall mounting as a 
single unit or in multiples 


| HANOVIA Chemical & Manufacturing Co. 


Newark 5, N. J 
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e PACKAGED REFRIGERATION 
e COUNTER-BALANGED LIDS 
e IMPROVED CABINETS 


The Largest Selling DE AL 
| SELECTIVE DISPENSER 


Now better than ev With a packac retrigeration sy and lo 5 ith one finger—is ed and has 
tem that lit sity de n and out. With only 2 ps to loosen breaker trip and insulation Ne w “ MODEL 70-8 pi ate ired 
the enti ysten nt witched in 3 r without spe above vend 30 bottles: precools 80. Height, 32 Width 
+ Always ¢ free an IDEAL is now twice a 27 Length, 36°. Two other sizes larger (MODEL 300-8) and 
sy ft “ unter-balancec d—that raise maller (MODEL 35-B all are selective sell up to 8 flavor 


DEPT. 522, BLOOMINGTON, ILLINOIS 


| (Ga —_ 

has : 
a 

IDEAL Desseaser Company @ 


IN ROOT BEER 


set 


FRANCHISE NOW AVAILABLE 
WRITE FOR DETAILS 


The GOODY Company ~- 318 Seventh Ave. No., Minneapolis 1, Minn. 


West Coast Representative, Cole and DeGraf, 417 Market Street, San Frorcisco 5, California 
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«ROOT BEER 1S TOPS! 4 
4 st ROOT BEER 
ind auick wink. y 
see why DY tor TIOV taste 
2 nce bottles of 
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“lwo Word-Famous Leaders 


T. . 
FSCO DE PASQUALE 


Producers of FU SANTI 
GENUINE 
Highest Couceutrated 


Producer for aucr 100 years 
JU I ES 


of the Geuucue 


FLAVORS CITRUS OILS 


Distilled Concentrates 
f Un surpasse 


MESSINA, ITALY 


M jelivered tr sealed yriginal staine ur New Y 
1 Buyers’ Guide with 


WILLIAM A. HOFFMAN, INC. 


Exclusive Distributors 


366 BROADWAY - NEW YORK 13, N. ¥Y. 


ROYAL CROWN MAN SAYS 
“BEST BY ROUTE TEST” 


Distributors and dealers 


laud Topflight strips 


Here's why 


TOPFLIGHT TAPE COMPANY 


FRWIN HUBER, Pre 


ip 
| 
4 
| / 


ARIZONA 


< 
: NAMED BY JOYCE SEVEN_UI ae 
Joyce p Bottler hi Joliet, I ha Innounced th elect 
four new e-president They eft t right: Jame T. Nor 4 
harge { f John J. Siegn inting; John Hanr 1 
ntr ind Charl H. Schorie 1uditing 
| ~ 
itisty the demand for Whistle in Minneay M 
w bott j feat I Liquid and York equipment. r tly i ae 
by th 11 Whistle Bottling Co. Head of the plant is Kennett ir oe 
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The Vernor Family has produced 
America’s Finest Beverage Ginger Ale 
| for 84 Years... 


JAMES VERNOR COMPANY 


Detroit 26, Michigan 


1866 A> ® 1950 \ 
4 \ 


\ GINGER ALE 
deliciously different 4 § FLAVOR MELLOWED IN WOOD 4 YEARS 


MASSACHUSETTS 

MICHIGAN 

MI 


NEBRASKA 


MISSOURI 


HEADOULARTERS for 
Compact. Inexpensive Bottling Equipment 


For Still Drinks! 


for ~imiplicits of design . for trouble-tree 

performances for sound value for 

Compare appearances and youll choose MS Equipment 
for bottling fruit drinks, chocolate and other non 


carbonated bey erage- 


Iustrated above is the WS LO tube filler. complete 
with MS engineered conveyor, polished stainless 
stecl base. Capacity 120 cases per hour. Available 


ina variety of sizes and capacities 


rite ¢ 


MACHINERY SERVICE COMPANY 


633 kb. Main Street . Louisville, Kentucky 
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“The Making of a 


GOOD 


Onan 


ED DRINKS 


PLYMOUTH 


GITRUS GROWERS ASSN 
PLYMOUTH 


FLORIDA 


ORANGE 


NEW YORK 


4 4, { : : 
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MORE BEARERS OF WHISTLE 
Ant ed the Pipk Bottling ¢ W t 
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4 
TEXAS 
4 U 
Plain or Cart ated 
| 
+ 
| 
| 
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TO FILTER OUT 
ALL IMPURITIES—FOR IDEAL 
BEVERAGE 


COLOR 
HARDNESS 
ODOR 
ALKALINITY 
SEDIMENT 
TURBIDITY 
DIRT 


W 


WATER CONDITIONING HEADQUARTERS FOR OVER 36 YEARS 
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CURRENT PRICES 
BOTTLERS’ INGREDIENTS 


WYOMIN 
> 
is 
i. 
Build Dealer Goodwill 
: Phroush Dealer Servies 
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‘4 4 
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MORE TRIPS PER CASE 
LOWER COST PER TRIP 


TREEN QUALITY COTTONWOOD 


BEVERAGE CASES STAND 
Priesand Bros., Inc. THE TEST OF TIME... 


The Treen nam 


PREVENT 
BOETLE JAMMING 


CRYSTAL SOAP LUBRICANTS 


ire available in several form- 


@ -fors BOTTIF BREAK AGI 


@ KEEPS CHAINS CLEAN 
MOTOR OVERLOAD 

@ -A\VES POWER 


CONVEYOR SOAP No. 1 
CONVEYOR SOAP No. 2 


CONVEYOR SOAP No. & 
ONVEYOR BAR SOAP 
TREEN Box company 
CRYST Tioga and Memphis Sts., Phila.,34, Pa. 
“ACES IN CASES” ror ovER 50 YEARS 
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4 
been ynonvmous witt 
quality tor more than i halt cent irs 
erage Case f every deseriptior If you want 
i CAS dupli ted or pecnally ck yned ont t 
u expecting i ist upremé economu 
priced and dependable, prompt service 
Weu manufacture | ; 
eet 
soaps are formulated te meet requirement 4 rite 
soup lubricant is applied if 
17 : 


EXT TEMDOVEYOR 


Don't be too late for 


Seves Time and Work Loading 
Unloading Stacking Unstacking il a Sun Spot Franchise. 


Protect your territory... 


write for information, NOW 


Be? IT'S MADE WITH 


Real Orange fice / 
STANDARD 
CONVEYOR COMPANY Staudard 


WRITE—WIRE—NOW! 
SDP convevors SUN SPOT COMPANY of AMERICA 


1520 Ridgely St., Balto. 30, Md. * Western Office: Leng Beach, Cel. 


ForT WAYNE 


Agitating 
STERILIZER 


BUILT IN SEVEN SIZES AND 


BACKED BY OVER FORTY 
YEARS EXPERIENCE IN FINEST BEVERAGE COOLERS 


BUILDING STERILIZERS FOR 


PRODLOCES PACKED IN GLASS 


OR TIN SHE'S SHE'S 
. CLEVER SMART 
MANUFACTURED BY Watch for Something New 


Fort Wayne Dairy Equipment Co. in Coolers and Vendors 
WINTER ST. & WABASH ROR The BEVCO Company, Tae. 
FORT WAYNE. IND 3110 N. lith Street @ St. Louis 7, Mo. 
CHOICE OF THE TRADE IS THE “BEVCO-MAID” 


Pp 


- 
Somerset 


"Great 
tawae 
x Proposed Again 
Building Plant Additior 


Plant Appointment 


Pure Spring Co. Complet 


Third Expans 


int Starts Operation 


Gt Slave! 
] *Prince Rupert 
ie tdmontor ( ) A 
algary ° Moosones 
q 
5 
4 
| 
tr ‘ { 
4 
Winsdor Firm Reports Heavy 
Flavor's Importance Stressed 
Sa ncrease 
increasé 
Pure 
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Aaue you heard the Mews 7 
CLOVERDALE 
CHOCOLATE 
ie * A Real Chocolate! 


t * No Special Equipment! 


* No Sterilization! 
a> * No Extra Labor! 


Spring Co 


THE GREEN COMPANY 


ACCURATE 


' Bottle Count 
prevent 


LOSSES 


DURANT MANUFACTURING COMPANY 


SINCE 1879 


se Berghausen’s 
CARAMEL COLORING 


Its Sate 


CARAMELS FOR ALL PURPOSES 


Other Beverages 


| BEVERAGE CASES 
: 

a 
| 
Dottie Counter” \. 

| Colas Root Beer | 

| 

Tee BERGHAUSEN CHEMICAL co. 

32.6 OHIO 


New Device Detect. Suspended 


ies 


inl 


news 
news 
news 
news 
news 


Mil 
the trade in review 
ne 


WS 


onvevor 
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| 
i 
N FOF 950 LINE 
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Before Any Other 
Consideration 


| Suleg of ( roula lion 


a SOME OF THE AUDITED INFORMATION 
4 IN A.B.C. BUSINESS PAPER REPORTS 
SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE much pa 
Hlow much unpaid lation 9 = 


National Gottlers Gazette 


A.8:.¢ REPORTS — FACTS AS 


THE BASIC MEASURE OF 


ADVERTISING VALUE 


| 
{ 
9 
=, 
Prices paid by subseriber 
Whether rnoet premium sere used as 
\ breakdown of subscribers by ¢ upation 
mans subscribers renewed, 
tlow i ire arrear | 
| — 
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United Board & Carton 
Appoints Balle 


New bor W histle-\V es. 


oote A Jenks Holds 
19th Annual Conference 


POLARSTIL 


The Water Still 
that pays for itself! 


ATLAS 


COPPER & BRASS MFG. CO. 


2734 N. Janssen Avenue, Chicago 14, ILL. 


PORTABLE STEAM UNIT 


BEVERAGE CASES 


Made Specifications 


Prices 

That 

Will 

Interest 

You 


(Central Container Ine. 
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nien won od, Phone aragen 
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purer, better-tasting bever a 
{ ts eda Kaw material and labor advantaged ivailable 
@q al trom experience that assures 
rot \ @ A relatively central location ithin practical 
These factors enable us to produce beverage cases ir 
exactly to» r «pecithications at prices that «hould 
interest 
bet «alee quote an fabricated wood parts, pallet« 
cleats, boxes, cases, ete 


lop Deserauges 


Sold te New Interests 


blow Meters 


Diserses Reduces Prices on 


Pour Produet. 
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SETHNESS CARAMEL COLORING | 


Brilliant * Free Flowing * Acid-Proof 


lable Caramel. You is- 


Our Anniversary Taken 
1880-1950 rengtn aagvan our experience and 


Sethese PRODUCTS COMPANY 122° Division treet, chicago 22, 


41-11 29th Street, Long Is ity, New York 


Half-Case Makes Bow 


The World’s 
STARR, 
TRADE MARK REG. Opener 


STATIONARY 
BOTTLE 
OPENERS 


I até of 

an tents 
I er to 
the 
Has g life 


{ Write for Catalog DSA-2 


ue Brown Manufacturing Co., Inc. 


NEWPORT NEWS. VA 


litle goes long woy tome lepend upor you can depend upon us for 
~ 
UA KK q 
: 
a1 Milwas 
2 
M 
a | 
4 
| We Te Every Type of 
Kisco Boiler & Engineering 
aa 


ufch 
Birch 


THE PENNSYLVANIA DUTCH FOLKS 


RANGE An 


HIGH AND LOW GRAVITIES 


unr | | BROMINATED VEGETABLE OILS 


DOMINION PRODUCTS, Inc 


44th Drive png and City 


Ave Cricage 22 — Monroe 6.1%] 


| 
| » 
i 
General Box Consolidates The Hy 
Chicaze. Louisville Office ket { 
| 
4 
‘ 
4 
4 
JOTH ST. UPTOWN 3.5100 MILWA UKEE 10, WIS. 
; Cable Address Domprod 


ABCDEFGHIT 


THIS TYPE") 


In 1950 Keep headed in the | 
RIGHT DIRECTION / 


MENI-DRIV KEENLINE 
STAINLESS STEEL ROTARY ACCUMULATING TABLE Flaorescent 
INSPECTION 


MICELI EQUIPMENT CORP KEENLINE EQUIPMENT CORP 


1234562 
Armstrong Cork Meeting 
Service = ‘= 
> 
cu 
wit PENRITH-AKER AVOR the tamed 
ct 
BRAND 
ew 


Removable Stops 


bor Pallet 


Giug Me 


MONTE CRISTO 
THESCO 


THEALL & PILE, 


ri St 


Inc. 
New York 7. N.Y 


| N A D 
le tes Cleans ects 


KALI! FREE @ C ES WN 


| CONADE 


K METAL 


SUPERIOR CHEMICAL PRODUCTS 


| 
ql 
\ RA M 4 
FRUI T \G | i 
AVOR | | | | 
ol \ \ 00 \ 
¢ \ \ Gallons $7- \\L/ \ 
FAVOR case Lots 43.00 “4 } \ single 50 
\ A ut — per Gol Cast $6. : 
plan for economical flaver buying 
C.0.&W.D. } COMPANY sere somersive AVENUE CHICAGO 40, ILLINOIS 
? \ Distinctive Extracts | 
Barts water fo on 


HELPFUL TRADE LITERATURE 


TERRISS 
RAPID-FLO 


ay 
WATER FILTER hi 


ne Model 24 


‘MASON’S % Multiples 
Old Fashioned ; DISPENSER fin 


ROOT BEER 


— 
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VMULTIPLEN COMPANY 
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MANUFACTURERS SUPPLYING THE PROCESSING INDUSTRIES | 4 
Als Hose fora purposes 
©) 
; 
4 ON’, { 
MASON & MASON, INC. | 


NATIONAL BOXES BUILT TO <a 
TAKE HEAVY PUNISHMENT >. 


National Box & Lumber Co., Newark 5, New Jersey ; 


Benzoate of Soda “Seydel U.S.P. ~SWANEE FLAVORS — 


SOBENATE | 
\ speci JO-JO & SWANEE CHOCOLATE 


. HEMICA BOB’S-COLA CO., INC. 


§ 
4S ty. will design 4 
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PERSONNEL CHANGES 


Dads Root Bee 


=| 
: Mundet Cork Corp 
q 
i 
4 
4 
| 
baward broold Co 
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Fruit Orange Beverage Bases ... Orange Emulsions 
* Pale Dry Ginger Ale Extracts (Montreal & All American) 


SAVE WATER 


LEAN AND STER 


Dad’s Root Beer Co 
| 
| é 
4 Cash in on uname | | q 
M | KEEP YOUR WATER FILTERS | 
( | Sterilize with STER-O-2Z0NE | 
TW | Writ Bu t s.3 
| | 38O Dwight St Holyoke Mas 

| & 


SPECIAL 
ADVERTISING § ANNOUNCEMENTS 


BOTTLERS’ TRADING POST 


WE BUY - SELL - EXCHANGE 
L950 
SPECIALS 


AIDMON BOTTLE & SUPPLY CO. INC. 
7615S 3rd AVE. BROOKLYN 9, W. Y. 
SEACHVIEW 68-3450 


iT IS INCOMPARABLE! 
A-1 Cola Base Concentrate 
FOR SALI 


CLOISTER LABORATORIES, INC 


Charts \ACOBOWITL & 


307) MAIN ST. SUFFALO 14, AMHERST 2100 


CLASSIFIED 
4 
new pla areen split 
iy int 4 teinie 
4 
a 
4 N “= 
3 
4 q 
ia 
+ 
| | 
pet 
ALE HEAT 
Ww 
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Bottlers 
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Cola, Cherry, | To Prefer... 
Chocolate 


THE RAPIDS-STANDARD 
COMPANY, INC 


WILLIAMSON’S Anchorglass 


BEVERAGE BOTTLES 


COLORING 


ACID PROOF CARAMEL coffee doda 


A SURE-FIRE BET FOR PROFITS 


FOAMING TYPE CARAMEL 


D. WILLIAMSON 


| of 4 
MATERIAL EQUIPMENT 4 
= | GIDEON MISSOURI 4 
—GIDEON- ANDERSON 
ner 

: lorino \ =, 
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Partial Listings From Our Specials 


ettered 


1. BASKOWITZ BOTTLE CO., INC 


Grand Brooklyn 6 N.Y 


CONSULTANT 


PY 


DR. FREDERICK H. POLLACK 


Lorree Laboratories 


A Quantit f Empti« 


Any 9 y tte 


Double-Cola and Px c Metal Can 
ind A Wooden Keg 8 nd St 


We Will Buy At Any Point | 


BUCKEYE COOPERAGE CO. 


$803 Orange Av Cleveland 15, Ohio 


FOR SALE 


PERRY EQUIPMENT CORP 


519 wT 


FOR SALE 


a 
ATTCNTION!! RADGAI HINTC 
ATTEN ON BARGA NH INTERS 

on ¢ arbonats = 

4 
* 28 « and ~ 

3 

: 

RARD MACHINERY & EQUIPMEN MPANY ‘ 


FOR SALE WORK WANTED 
SIGNER BOTTLE SUPPLY CO 
WANTED TO BLY 
FOR SALE 


R. PEL TZMAN BOTTLE CO 


WANTED 


12-oz. SPUR BOTTLES 


WANTED 
SURPLUS B-1 BOTTLES 


am 
Z 
olpere 
WANTED 
6]MM white ¢ 
: 
Th; 
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ROX 2224 


with 


Acidulants 


Other Pfizer Products 
for the Bottler 
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